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lake forest « shaker heights 





forest hills « indian hills « westchester 
darien « swarthmore + bryn mawr « wellesley 


These are typical of the exclusive suburbs in nearly every middle western and 

eastern city, where Scholz California Contemporary Homes are being introduced by the 
nation's outstanding custom builders . . . eloquent testimonial to quality and design. 

Here, at last, is a package home with the built-in prestige and design that quality builders, 
looking for lower, more firmly fixed costs, can be proud to put into their finest areas. 

This can be your opportunity to be the first in your community to reach 

this vast market of Contemporary Home buyers who are being daily pre-sold 


in every women's, home and consumer magazine. 


schol z home 5s 


incorporated 
2001 Westwood tTolede, GQhie 








New Kitchen Trend-Setter 
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For Strength 


The Kitchen Consumers Have Been Asking For 


Famous American Kitchens rugged, all-steel customized beauty of natural birch and antique 
chassis with premium-quality, work-saving fea- copper! Outstanding. Turn Page for Details on 
tures... combined for the first time with the the Kitchen Industry’s Hottest Line! 





Pinneon’ by American Kilehens 


Most Exciting “House-Selling’”’ 
Kitchen on Market! 


The kitchen's the key room in selling your 
house! Make that kitchen a ‘'Pioneer’’...an 
exciting, eye-opening combination of natural 
birch doors, antique copper drawer fronts and 
handles, rugged steel chassis. It's the best 
that money can buy—and watch it clinch sale- 
after-sale for you. ‘'Pioneer’’ paces the field 
for buyer appeal... sells more homes faster 
for youl 

Custom quality and value at mass production 
prices. LET US QUOTE ON YOUR NEXT JOB! 


ONLY AMERICAN KITCHENS OFFERS THIS 
COMBINATION PLUS ALL THESE HOUSE-SELLING FEATURES: 


SEAMLESS 95 15% LARGER 
DRAWERS ae SINK BOWL 
One-piece construction, rounded a Faucet mounted to 
corners. Wipe clean like a china ” backsplash eliminates 
bowl |! j dirt-trapping, space 
consuming back ledge! 


SEAMLESS ROUNDED 


COUNTERTOPS CONTOURS 
7 Continuous, ‘‘lifetime’’ vinyl Concealed drawer pulls 


bonded to steel! Can't warp or Nothing to catch dirt—or 


rot! No dirt-catching seams! clothes. Toe-room, knee-room | 





SEE THE SENSATIONAL NEW “PIONEER” LINE AT THE BUILDERS’ SHOW 
January 16-20, Conrad Hilton Hotel, Booth 2, Chicago, Illinois 


American Kitchens Division, u f; 
AVCO Manufacturing Corp., Connersville, Ind. 

(Please Print) 
[_] I'd like to have “no obligation” quotation on my next 

kitchens, 


(] Would like literature and complete information. Constructed of Steel for Lasting Appeal! 
Name____ ee Rs 2 ee eee 


aa. : SELL YOUR HOMES FASTER 





hace ee RE AMERICAN kiTcHens oivision (AVYCO) coNnNERSVILLE, INDIANA 
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Be the first in your community to use 
this dramatic new sales tool— 


Exclusive use of the fabulous “Gal 
f lery of Homes” system for demonstrat 
ing your listings is now available in 


your community on an exclusive fran 

chise basis 
Developed by John T. Nothnagle, Rochester Realtor, the 
Gallery” formula has helped make his real estate com 
pany the largest in his city. Now he offers other Realtors 
the opportunity of adopting the “Gallery of Homes” in 
their cities. The massive array of “Homes for Sale dis 
played with every enhancement, in photos gleaming from 
the aperture of uniform, black glass frames, gives dignity 
and distinction to each ollerimg 
PROSPECTS sit in comfort as properties are di played 
in color slides (both interior and exterior) and movies 
At one visit they learn more about the appearance, facili 
ties, location, size, and price than in many weeks of house 
hunting. ‘They choose from your listings the homes they 
like best. Only then do they spend time traveling to the 
site. It is a magnet for homebuyers. Nothnagle’s Office 
in Rochester obtained 1271 real estate transactions in 2 
years (24 months) 1952 to 1954 
SELLERS are no longer bothered with “looking” and 
“shopping” curiosity seckers. The “Gallery” saves them 
time and trouble in selling their homes. And they know 
you are making an effort to sell in their behalf you have 


For more complete information 


yhotos of their houses on display, color slides, perhaps 
I I I 


address inquiries to — even movies 
REALTORS too, save valuable time. You leave the “Gal 
GALLERY OF HOMES INC lery” to personally show only homes that prospects have 
/ a already picked out at your private showing 
16 E. Main Street _— , 
This is why Realtors across the nation laud 


Rochester 4, New York the “Gallery of Homes” as the most dynamic 
Name and Design registered U.S. Patent Office new method of real estate sales yet devised. 
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Trade-In Houses Open New Markets 


Appraiser Goes Airborne 


Lakeside Developer Sails to Sales... Sound Planning Begets a $30 Million 


Anderson’s Open Forum 


Editorial 


Project 


Punch Cards Plus 
Pictures-in-a-Minute 


Costs Edge Up in 62 Elevator 


Realtors Find New Avenues For Sales ae oe 
my moeer ©, iabty . «. .«. f si aries J. Bauer 


Herb Nelson Retires 


The Law Says 
by George |} Anderson 


Realtors Trade Useful Ideas Product Progress . 
sy Robert Payton 


A Statement of Beliet 


Published monthly for real estate builders, Business Will Be Good in 755 


property managers, and real estate brokers, 
by Stamats Publishing Company. Publication 
offices and general headquarters 427 


Sixth Avenue, Southeast, Cedar Rapids, lowa What's the Answer 


Congestion? 


Subscription prices: $5 a year, $9 two years, By Peter Stamats 


$12 three years in the United States. In 
Canada, $6 a year; in all other countries, 
$7.50 a year. Single copies 60 cents; back 
copies except Roster issue $1. Member ABC. 


1955 Construction To Set New Record 


New construction is expected to hit an all-time 
high of $391% billion in 1955, 7% above the record 
breaking $37 billion volume indicated for 1954, so 
says the U. S. Department of Commerce. — 

This prediction 1s based on the assumption that 
the economy will remain stable, and consumers’ 
disposable income will continue at a record rate 
There should be enough capital to finance a large 
volume of construction at favorable rates, and it is 
assumed construction costs will remain stable. But 
the experts warn that these are only assumptions. — 

Straws in the wind say both private and public 
construction will set new rte next year, with 


private expenditures estimated to increase to $27.4 


billion, and public outlays to $12.1 billion 


1955 Housing Starts May Hit 1.3 Million 


Greatest boost to privately financed construction 
will come from home building (nonfarm), expected 
to increase by 13° to $15 billion and to account for 


Tax Facts 


Waltemade NAREB Chief in ’55 . . 2 by E. H. Welter 


to Downtown National Real Estate Section 


Among Ourselves 


Cover photo by Maynard Parker 
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35% of all private construction next year. A con 
tinued strong demand for new homes, easier mort 
gage money, plus easier credit terms provided by 
the 1954 housing law show that 1955 housing starts 
will exceed this year’s anticipated high total by about 
100.000 units. If the expected 1.3 million figure is 
reached next year, 1955 would be second only to 
the peak year of 1950, which saw 1.396,000 dwell 
ings started 

What’s supporting this new housing demand? 1) 
widely distributed consumer liquid assets; 2) mil 
lions of veterans still eligible for GI home-loan privi 
leges:; 3) changing family housing needs, as_ the 
birthrate goes up and middle-income families be 
come larger; 4) strong trend toward home owner 
ship 


Private Nonresidential Construction 


Commercial construction will hit a new high of 
$2.3 billion of work to put in place in 1955, with 
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© 640 series INLAND HOME 





Your cost only 22945 for this 3 BEDROOM factory 
built conventional home with kitchen cabinets and heating! 


© Designed inside and outside to give you more value 
per dollar. 


e@ Big Volume assured with these low cost homes. 
@ Minimum erection time assures above average 
PROFITS. 


@ Visit our factory and see first-hand how quality, skill, 
and efficiency are combined in the production of this 
Inland Home. 


Write on your letterhead, wire or ‘phone for complete 
prints, specifications, and prices. 


Manufactured according to Commercial ards and Federal Housing Administration 
Standard CS 125-47 U.S. Bureau of Stond- Bulletin No. SE-182 


a anhhinetientaadaanieanmiiauasen ote 











@ Distinctive Designs ®@ Large Picture Window or 
Panorama Window 
@ Finest Engineering 
@ Aluminum Double Foil Insulation 
®@ Conventional Type Construction 


@ Extra Wall Space for Furniture 
@ Highest Quality Materials 
Arrangement 





© Crociclon Manstantating ® Large Dining Space in Kitchen 


e ’ 
Beautiful Exteriors @ Window over Kitchen Sink 


© Wott Monned interiors @ Youngstown Kitchen Cabinets 


* Room 
Large Rooms @ Formica Counter Tops 


@ Oversized Wardrobes 





®@ Quality Hardware 





®@ Aluminum Double Hung Windows ee ay een 





od Free Factory Engi- 
neering Service 


Interim Finance 
Ree ieL@i! od Plan without 
charge 
Acceptable for 
Available in right and id 


ae 
“Tralaatacd Faeeiees 


501 SO. COLLEGE ST. PIQUA, OHIO PHONE 3880 P.O. BOX 915 
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“Does the G-E Kitchen really 
We sold 30 














This is Mrs. Peggy Rathe, recent purchaser of a Carol 
Estates home, in the kitchen that really sold the house to 
her. She is delighted with the gleaming G-E appliances that 
lighten her work every day. She is completely sold on her 


isi ih 1 
peda 


ed 








wonderful G-E Kitchen, which includes: a big G-E Range, 
the timesaving Dishwasher, Refrigerator, handy G-E Dis- 
posall," and spacious Cabinets. For Mrs. Rathe, it’s a 
marvelous kitchen at an amazingly low price! 


Regardless of price range, your houses can have a G-E Kitchen-Laundry 


(See your G-E distributor for answers to your kitchen problems) 


IN YOUR $9,995 HOUSES 
Include G-E Refrigerator, G-E Range, G-E 
Automatic Washer, G-E Disposall, and G-E 
Cabinets. They add as little as $3.26 month- 


ly to the mortgage payments 


8 


IN YOUR $12,500 HOUSES 
Include G-E Refrigerator, G-E Range, G-E 
Dishwasher, G-E Disposall, G-E Automatic 
Washer, G-E Cabinets. They add as little as 


$5.31 monthly to mortgage payments. 


December, 1954 


IN YOUR $16,000 HOUSES 
Include G-E Refrigerator, G-E Range, G-E 
Dishwasher, G-E Disposall, G E Automatic 
Washer, G-E Dryer, G-E Cabinets. They 


add as little as 86.31 to mortgage payments 
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help sell houses faster? We know so! 


houses in 10 days!” 


Mr. Frank Manfredi, president of Manfredi Bros., 
Inc. says: “We were flabbergasted—and delighted— 
at the swarms of people that went through our model 
house on opening day. 

Furthermore, we found that we spent most of our 
time in the G-E Kitchen, where most people congre- 
gated, and asked questions. Folks are certainly sold 
on G.E. ... and they were amazed to learn they could 
own this complete kitchen for less than 5 dollars extra 
a month on regular mortgage payments, 


The G-E Kitchen certainly does help sell houses 


faster. This was our first experience with G.E. . . . 
and from now on we'll be depending on G-E Kitchens 
for the kind of terrific house sales we've had here.”’ 


G.E. can be a solid sales-maker for you, too. Your 
G-E distributor-builder specialist will work with you 
with promotional and merchandising plans for your 
home openings, as he has with so many alert builders. 
He can help you sell your houses faster in today’s 
tough com petitive market. 

See your G-E distributor, or write: Home Bureau, 
General Electric Company, Louisville 1, Kentucky. 


Carol Estates, in Teaneck, N. J. 


HOME BUREAU 


GENERAL @@ ELECTRIC 


NATIONAL REAL Estate AND BurtpinG JourNAaL — December, 1954 





There’s one way to be sure of what you’re 


getting when you buy plywood sheathing... 


LOOK FOR THIS DPA. 


Be safe—be sure! Insist on genuine DFPA trademarked sheathing, 
engineered to meet exacting structural requirements. 


When you buy grademarked, trademarked PLYSCORD, you're getting 
strong, durable Douglas Fir plywood sheathing that’s quality-tested by 
DFPA* to protect the buyer. 


“% 
DFPA: Douglas Fir Plywood Association is a 
Aalelate ) conan aularells-naa’mela-4-1aly2-halelammei-t\20) 0-10 mm comms) aelel lions 
research, promotion, and quality maintenance. 


NEW: A handy slide rule giving thickness 

and nailing recommendations for Plyscord sheathing 
on various stud, joist and rafter spacings. Free. 
Write DFPA, Tacoma 2, Washington. 


_ gis 
































GENUINE 
DOUGLAS FIR PLYWOOD 


PLYSCORD 


INTERIOR TYPE GRADE C-D 











the emphasis on new stores, shopping centers, and 
offices to service new housing sem Reongaale and 
continued suburban growth. Religious and private 
educational building, both of which racked up rec 
ords in 1954, will likely expand still more in 1955 

Industrial construction will probably be somewhat 
less than in 1954, declining moderately for the third 
uccessive year, since most of the huge defense plant 
expansion begun after 1950 has been put in place. 
But, the rate of decline is expected to be less than 
in 1954. New nonferrous metal, chemical. steel, and 
food processing plant expansion, plus increased out 
lays for modernization of existing facilities. are fac 


IDEAL BUSINESS GIFT and GOOD-WILL BUILDER 


vid semped PORTFOLIOS 


Lasts a lifetime! Covers of durable TEXON — plastic 
strap cannot tear. Contains 10 heavy Kraft envelopes 
with useful record forms printed on outside. Approxi 
mate size when closed is 54" x 11". 


F R E 3 ! ADVERTISE™™""™ 
ECONOMICALLY 
GOLD STAMPING Low cost gift clients, 
We will imprint your pects appreciate — and 
. " use. Your ad is always he- 
advertisement Free, (4- fore them. Handy, attractive 
line maximum) at — for home or office. Keep: 
bottom of covers on deeds, teases, mortgages, 
4 minimum order of important papers safe and 
25 portfolios. It orderly. Act NOW, assure de- 
really pays you to livery in time for Christmas 
keep your name be- 


—-LOW PRICE 
12 to 49... . Me 
“i oor more Nie 


minimum order 











giving 
fore folks, and make 
them think of you. ORDER TODAY. 


1 dozen 


SINGLE SAMPLE 
only $1.25 ppd 
(Cash with order) 


Magnum Mfg. Co." War fae ON 








@-Complete Unit — Double Faced Sign and Standard 
@-No Assembling Necessary — Ready to Use 
@-Very Easy to Install — No Tools Needed 
@-The Highest Grade of Workmanship 

@ —Built to Last 

@- Priced Exceptionally Low 











Thorough testing under sever- 
est conditions has proved the 
high quality and durability of 
the Setlich Uni-Sign. Now, brok- 
ers everywhere are proving its 
sales effectiveness in the field. 
Uni-Sign defies comparison with 
conventional signs in both price 
and construction. 


Write today for our brochure 
giving prices and full details. 


NLL CD Sigy 


1900 6 LACLEDE STATION ROAD 
tour 19, mo. 
erpueue e646 
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which will slow the downtrend in industrial 


construction 


tors 


Public Construction 


A new high of $8 billion appears likely in 1954 
for all state and local public works, and will exceed 
$9 billion in 1955. 

Highway construction probably will reach a new 
high of $4.2 billion next year, or 20% above this 
year. reflecting expanded Federal aid to highways. 
and an increase in toll road construction. Public 
school building will continue at its swift pace in 
1955, responding to the dire need for both replace 
ment wad new classrooms. Outlays for school facili 
ties are expected to increase by 16% to $2.4 billion. 

Public and private hospital construction is likely 
to increase next year, but will not reach the levels 
attained from 1949 to 1952. New sewer and water 
facility work in 1955 is expected to go over the $1 
billion level for the first time. 

Outlays for direct Federal construction, which ex 
perienced a substantial decline in 1954, will show 
a further but much smaller reduction next year 
Principal decline will be for industrial building, par 
ticularly on atomic energy plants, for which con 
struction will have passed the peak. Federal work 
on conservation and development projects will con 
tinue to decrease next year. On the other hand, con 
struction work at military bases, following a 29% 
drop in 1954, is scheduled for a rise of nearly one 
fifth in 1955 


At PHMI Convention .. . 


HHFA chief says lower cost housing and housing 
for minority groups is a natural for prefabbers, 
and prefabbers should make the most of it. 


DMINISTRATOR Albert M. Cole of the Housing 
and Home Finance Agency told the annual con 
vention of the Prefabricated Home Manufacturers 
Institute, meeting in Elmira. New York, that the 
largest new market for the expansion of private 
housing lies downward in the price scale and in the 
field of minority housing. 

“Good quality, well designed and well equipped 
private homes at low cost can be a very important 
jactor in accomplishing the purposes of the Housing 
Act of 1954 aed the President’s housing objectives,” 
Cole said, 

The Housing Administrator said that the prefab 
industry has assumed a place of progressive leader 
ship in the development of up-to-date homes in the 
lower cost field. 

“The conquest of the lower cost housing market 
by private enterprise will make possible the pro 
gressive withdrawal of the government from = sub 
sidy and special support programs to serve this need. 
This is the vital challenge to the home building in 
dustry and to our system of private enterprise.” 
Cole declared 

The prefab industry 
the future,” 
of today.” 

“The prefabricated housing industry has become 
one of our most important, self-reliant and progres 
sive private resources for housing advance and pro 
duction. It is an integral and publicly accepted part 
if the housing industry.” 


“is no longer just a hope for 
he continued, “but an important fact 
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=. Telephone Circle 7.4792 
\ =) PRESIDENTIAL MANAGEMENT CORPORATION 
254 WEST 54mm STREET, NEW YORK 19. N.Y. 


Underwood Corporation 
One Park Avenue 
New York 16, New York 


Paid for 
itself j 
6 months! 


We recommend th 
Colin’s le 


Attention: Mr. W. F. Oaks 


Gentlemen: 

We have now had two years of experience with the 
Underwood Sundstrand Model "D" Accounting Machine, and we thought that 
you would like to know how much help it has been to us and how highly 
we value it. 

Our organization manages properties for real estate 
investors specializing in 2-story and multi-story garden apartments 
...from New England to the Midwest. Approximately 5,000 apartments. 

During the past two years, the Sundstrand machine has 
made our accounting control and accuracy simple and complete and has 
freed two of our girls for other duties. This improvement in our 


accounting methods has resulted from adapting the Sundstrand account- 
ing machine to the unique real estate accounting system which we our~ 


selves, originated. 


This increased control and accuracy has been accompanied 


by operating savings of $6,800.00 per year! at you read Mr. 


tter thoroughly 
acne it gives you a// the rea 
you need for ; i lee 
al INVestigatin 
a Sundstrand Accounting 
achines for your company, ’ 


be Improved, simplified 
control! 


In addition to these advantages, sufficient in then- 
selves, we have found also that in spite of the size of our operations, 
we can, with the help of the Sundstrand, produce an accounting income 
statement for each apartment house development within the first three 
days of their accounting period. 


With its 10-key keyboard, the Underwood Sundstrand 
Accounting Machine is as easy to operate as an Underwood Adding Machine. 
A clerk or a typist can be easily and quickly taught to use it. And our 
girls tell us that they can operate the machine all day without feeling 


tired. 


accounting 











-Pays for itself Promptly! 
. Big yearly operg 
---Keeps girls h 


We enthusiastically recommend the Underwood Sundstrand 


Accounting Machine! . 
ating Savings! 








Very truly yours, appy on the job! 
PRESIDENTIAL MANAGEMENT CORPORATION -+-Frees girls for other work! 
By ia. é . ---Untiring, easy operati 
Sidney Colin, Comptroller by untrained pt : On...even 
2nnel, 

ADAMS PARK. ALBANY. N. ¥. + AUDUBON PARK, BRENTWOOD, MO + BROOKLINE MANOR, READING, PA + > 
CLEVELAND PARK, ALBANY, N. ¥. + JEFFERSON PARK, pont N J + McKINLEY PARK, HARTFORD Yes, what more could 
CONN, + PARK MANOR, CHESTER, PA. + SYLVAN KNOLL, STAMFORD, CONN. + TAYLOR PARK IN an acc . you ask for 
HARRISBURG, PA. + VAN BUREN PARK, SCHENECTADY, N. ¥, + WASHINGTON PARK, LOUISVILLE. KY accounting machine! 













ron in touch with your Underwood 
ne Machine Representa 
ive for a demonstration today | 








} ser whear 
eo 0 
9 Underwoog 


The Originet 


"s==Corporation 


Accounting Machines, __ Addin 

Machines... Typewriters. Cc t 
F aper... Ribbons. . . 
Equipment. 














arbon 
t -Punched Card 
-- Electronic Compt 
One Park Avenue 

Underwood Limited 


iters 
New York 16 
Toronto 1, ¢ 


anad: 
Sales and Service Everywhere | 


UNDERWOOD 
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Ford Motor Company, 
Central Staff Office Building, Dearborn, Michigan. 


Architects: 

Skidmore, Owings & Merrill, 

New York, Chicago, San Francisco 
General Contractors: 

Bryant & Detwiler Co., Detroit 


Architectural Aluminum Fabricators: 
Moynahan Bronze Co., Inc., Detroit 


Aluminum Applications In This Building: 
Copings ¢ Fascia « Stair Rails 


Column Covers « Vertical and Horizontal Mullions 
Louvers * Interior Trim 


Service 
Reynolds Aluminum 
A the Building Industry 


ikes available expert help in 
sroblems and in er 
from a wide range of standard eyo 
Aluminum mill forms, in racine _— 
performance-proved Reynolds fe 


: . hes 
minum Building | roducts: 


For Home and Farm: 


Gutters & ——_ 
tive Insulation ; 
Se eeatiel Windows (Casement, es 
Traverse, Double-Hung, Basement a eb 
Corrugated and V-Crimp Roofing _ 
Weatherboard Siding—Flashing—Nat s 


e 
‘adustrial, Commercial: ee 
Center Pivoted and yee wry oe nt 
ior i ted w 
owall, exterior insula ‘ 
cna aluminum acoustical system 
Reynowall, interior partition — 
Reynoside, aluminum siding in mo 
architectural designs 
Reynodeck, aluminum roof deck 


Reynolds mak 
aluminum design | 


Write to: Reynolds Metals Company, 
Building Products Division, ’ 
South Ninth Street, Louisville 1, Ny- 
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Mortgage Lending Experience in Agriculture 
N “MORTGAGE LENDING EXPERIENCE. in 


Agriculture,” the causes of debt distress following 
the wartime boom are analyzed through a geographi- 
cal and historical review of major farming regions. 

The authors, Lawrence A. Jones and David Du 
rand, develop the thesis that mortgage difficulty re 
sults not so much from the productions limitations 
themselves as from the fact that both borrowers and 
lenders often fail to recognize those limitations. 

Recent adjustments in farming and farm credit 
practices, as well as current trends affecting the debt 
outlook are included. Extensive maps of farm fore 
closures, lenders’ losses, and bank failures show the 
areas of worst distress and of mortgage stability in 
the interwar years. 

“Mortgage Lending Experience in Agriculture” 
Princeton University Press, Princeton, N. J., July 26, 
1954. Price: $5.00. 


Urban Traffc 
oo every city in America is suffering from 


traffic congestion. To better understand the prob 


lem and deal effectively with it, a better understand 
| ing of the movement of people and goods to and from 


buildings is basic. “Urban Traffic,” a new book by 
Robert B. Mitchell and Chester Rapkin, attempts to 
go beyond the “origin and destination” approach to 
studying traffic problems. They analyze traffic in 
terms of its underlying causes the necessity for 
people to move and goods to be transported from one 


| place to another. 


“Urban Traffic” uses data from Philadelphia to il 
lustrate its methods of analysis, but the book includes 
many figures and tables drawing upon anaylses of 
traffic in such cities as Washington, D. C., Sacramen- 


| to and Portland, Oregon. Published by the Columbia 


University Press, New York City, the book sells for 
$5.00. 


‘Lakeside Developer 


Sails to Sales 


F you're selling lakeside property, chances are 
you'll boost your sales volume with this idea 
Near Millville, New Jersey, the Laurel Lake De 
velopment Company takes prospective purchasers 
for a boat ride in a three-seater sailboat or a seven 

passenger motorboat. 

“We found that visitors couldn’t completely ap 
preciate the size of the lake or its beauty when view 
ed from the shore,” said Jules Gross, treasurer of the 
company. 

The project which boatloads of visitors are shown 
consists of fully completed frame homes with living 
room, two bedrooms, bath and kitchen. Refrigerator, 
electric range, electric hot water heater and screens 
are furnished. The price is $2,984. 

Sales have almost doubled since the “boat-ap- 
proach” was adopted. 
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David Krugman (above) start- 
ed as a salesman at 19 with 
the Philip Richman real estate 
office in Passaic, New Jersey 
and has been in the real estate 
business for 29 years. The Krug- 
man and De Petro agency, one 
of the leading real estate firms 
in their area, have such depart- 
ments as new home develop- 
ments, re-sale homes, property 
management, industrial sales 
and insurance. Mr. Krugman is 
past president of the Passaic 
County multiple listing system, 
is treasurer of the Passaic Coun- 
ty Board of Realtors, is a Cer- 
tified Property Manager, and 
the office is a member of the 
Home Builders Association. 


PERFECT 
HOWE 
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Anthony De Petro (below) 
went into real estate after serv- 
ing with the armed forces dur- 
ing World War II. He joined 
the office of Louis M. Tamarin 
of Paterson and Hoboken as a 
salesman. He became sales man- 
ager of the Paterson office with- 
in seven months. He joined for 
ces with Mr. Krugman in 1950 
to open the office of Krugman 
and De Petro. The firm esti- 
mates it has handled the sale 
of approximately 1,500 new 
homes and about 800 used 
homes over the past four years. 
Its property management de- 
partment now handles 4380 units. 


“We are convinced of the 
wonderful acceptance 


of Perfect Home” 


say David Krugman and Anthony De 
Petro, Clifton, New Jersey real estate 
partners. 


HEN we first began our Perrect HOME service, we included on our select 

mailing list key people in surrounding towns such as Passaic, Paterson and 
Bloomfield,” say David Krugman and Anthony De Petro, real estate partners in 
the firm of Krugman and De Petro of Clifton, New Jersey. 

“The following year, it became necessary to limit our mailing to the influential 
people in the Clifton area only. Then we began to realize the wonderful acceptance 
Perrect Home has with key families. We received many letters and phone calls 
from parties asking that they be put back on our mailing list.” 

Perrect Home Magazine is edited for such blue ribbon real estate, home build- 
ing, or home financing organizations as Krugman and De Petro the nation over. 
Sponsors recognize the value of building goodwill and confidence among leading 
citizens in their communities. It promotes the “home idea.” It connotes quality, 
fair dealing, high ethics. It commands readership with skillfully written articles 
and sparkling photographs of the latest in home design, furnishing, and equipment. 

Cost of the Perrecr HoME program is nominal. Art, editorial, and other prepara- 
tion costs are spread among sponsors throughout America. Local reproduction 
and mailing costs are, in turn, shared locally among selected, leading firms. These 
co-sponsors thus combine collectively to encourage home ownership. 

A limited number of exclusive, annual, renewable franchises are available to 
established organizations with unusually high qualifications. 

If you are interested, address your inquiry to 


STAMATS PUBLISHING COMPANY 


CEDAR RAPIDS, IOWA 
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Anderson’s Open Forum 


Dean Mr. ANDERSON: 

In one of your recent articles 
reference was made to a buyer 
procuring a loan to assist him in 
financing his purchase 

Here is na I insert in my 
Earnest Receipts and have never 
lost a sale in over 30 years due to 
a buyer becoming hostile in re 
gards to financing a deal: 

“At a total price of 
$4,000 cash and the balance is 
payable as follows: The buyer, 
Mr. John Jones, hereby agrees to 
apply for, assume and pay a first 
mortgage upon the above described 
property for the above amount of 
$6,000 at a lending institution. 

Deal to be closed not later than 

__1954.” 

Thought some 

profit from it. 
John Rotzel 
Youngstown, Ohio 

! consider the above provision 
objectionable for the following 
reasons: 

1) It requires the buyer to make 
an application for a loan and, if 


$10,000, 


Realtor might 





PLEASE 
READ 
THIS 

AD 








he doesn’t get it, the balance is 
considered paid. 

2) It does not state that in the 
event he doesn’t get a loan the 
ear “y st money is to be refunded 

) It does not state how much 
PP thon or commission, he is to 
pay for the loan, nor the expira 
tion, which makes the contract 
void for uncertainty. 

4) It makes me feel blue that 
you should think that you can im 
prove on the provision that I sub 
mitted which is the result of 40 
years of law practice and 45 years 
of teaching the subject of con 
tracts, 

I know a man 
through two wars 
scratch but this does 
that war is safe. 


who went 
without a 
not prove 


Arthur C. Schaffer, Sr., of Day 
ton, Ohio, sends me a form of Ea 
clusive adopted by The Dayton 
Real Estate Board, recommended 
by him as a good form requiring 
the seller to pay a commission if 


he sells the property himself. T his 


is an ethical problem. 


Should the Exclusive say in so 
many clear words tha;j the seller 
shall be liable for a commission if 
he sells the property himself? 1 
think this is objectionable because 
it calls his attention to something 
that would not have entered his 
mind otherwise. The other form 
covers up the provision. Under a 
form that states, “I hereby author 
ize you to sell,” it is generally held 
that the seller is liable for a com 
mission even if he sells the prop 
erty himself. This is what I call 
covering up, but I think it is a 
covering up that is justified. 

I don’t think a seller should sell 
his own property during the exist 
ence of an exclusive. If he does, 
the chances are that he did so in 
pursuance to activity stirred up by 
the broker. If the Exclusive states, 
“IT hereby appoint you my e2 
clusive agent for 60 days,” the 
seller is not prohibited from sell 
ing his own property without 
liability for commission. It’s a 
subtle distinction, and you will 
probably have to take a high ball 
before you understand it. Perhaps 
two. No more. 


you build 10 HOUSES 
or less each year...see 


HOME-WAY 


ere 

@ We furnish complete factory-built home. Meets requirements 
of modern building codes. You handle erection, utilities. 

@ Home-Way stays ahead of the field. New low roof line (see 
illustration) ready for 55. Latest Ranch Types plus many 
standard models. We can meet every family’s needs. 

@ Quality material, carefully processed; rapid delivery. 

@ Cooperative advertising; personal dealer service. 





HOME-WAY was 
featured by Look 
Magazine as one of 
America’s top 15 in 
prefabrication. 
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We can help you get much bigger volume 
and much better profits. WRITE TODAY 


GBH-WAY HOMES, Inc. 


Dept. RE s 
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These Manilow-built homes— Des Plaines Villas at Des Plaines, Illinois—are not 
only carefully planned to have an “individual look,” but they’re complete. The 
kitchens include an electric refrigerator, automatic washer, automatic dryer, and 
an Electric Range so the homemaker can be modern . . . cook ELECTRICALLY! 


Houses like this\ really sell! 


When a builder sells hundreds of houses in 
just a few months, there are a number of 
reasons why. But you'll notice one feature 
again and again that helps to make houses 
really sell. It’s the Electric Range in the 
kitchen. 


Women know that an Electric Range 
means economy and ease of operation, a 
clean kitchen as well as a cool one. That’s 
why builders of homes in all price ranges, 
in all parts of the country, install 
Electric Ranges. 


bax mover | / Builder Nathan Manilow says: ‘‘We recently completed one of the most out- 
Floctaially standing sales achievements ever accomplished by the Manilow Construction 


(ook Company, by selling 500 moderately priced homes in Des Plaines Villas in 
More builders every day are nine months. The sale price included four electric appliances, one of the most 


installing ELECTRIC A important being the Electric Range.” 
ELECTRIC RANGE SECTION 
SAN G £ * National Electrical Manufacturers Association 
155 East 44th Street, New York 17, N. Y. 


ADMIRAL + BENDIX « CROSLEY «+ DEEPFREEZE + FRIGIDAIRE + GENERAL ELECTRIC « HOTPOINT « NORGE 
KELVINATOR + MAGIC CHEF « MONARCH « PHILCO « STIGLITZ INFRA-AIRE «+ TAPPAN «+ WESTINGHOUSE 
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BE A NATIONAL HOMES BUILDER-DEALER... 


~ Qot Oboond 


and GO PLACES! 


d 


This big red truck symbolizes the 
organization that has produced more homes 
. and helped more builders to achieve 

success ... than any other firm in 
America. See what the National Homes 
“builder package” can mean to you. 
Write or wire for complete details about 
the greatest line of homes ever offered — 
and your greatest opportunity! 


One of many stunning all-new 


National homes for 1955. 


SF , 5 ee) 
ONE OUT OF EVERY 48 HOMES BEING BUILT g 
IN AMERICA TODAY IS PRODUCED BY... } 
HOME-S 


NATIONAL HOMES CORPORATION + LAFAYETTE, INDIANA +» HORSEHEADS, NEW YORK 
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UR NEW NEIGHBOR down the street loves his house. When 

he moved in a few months ago, it was the first house he had 
ever owned. So you can understand why, when he comes home 
from work each night, he stops at the front walk, leans against the 
white rail fence just completed, and gazes at his house proudly for 
several minutes. After all, it’s his. It represents planning and 
dreaming and saving. 

But unfortunately, this neighbor's satisfaction ends with his 
new-found pride of ownership. Actually, he feels a bit lost. He con 
fided to me one day that no one — including the builder and broker 
of the house — seems to have any interest in his purchase except 
himself. He explained that there were a few minor things around 
his new home that needed repair — a warped cabinet or two and 
a leak in the plumbing. 

There's a guarantee on the house, but my neighbor now sus 
pects this was just a sales gimmick. He has called the builder 
twice, but nothing had been remedied. And he doubts if it will 
be. And the broker? Well, he hasn't seen him since the keys were 
turned over. 

So the builder and broker have rid themselves of a house . 
and a customer at the same time. 

We know quite a few businessmen who operate like that. Once 
the sale is made, the job is done. They start thinking of their cus 
tomers as a group rather than as individuals with different tastes 
and interests and needs, They build, advertise, and sell their prod 
uct to the mass market. Now there’s nothing wrong with that IF 
the customer doesn’t get lost in the crowd. None of us like to lose 
our identity. 

You may think that losing a customer in the crowd is confined 
to large companies. It isn’t, although it may be more predominant 
there. It can be just as true of the companies which are building 
and selling comparatively few houses a year. 

We know of one real estate builder who does everything ac 
cording to a pat little plan of his .. . and there’s no deviating from 
that plan. He builds the kind of houses that he thinks people should 
have rather than what they may want. He writes his ads with 
prettily-worded statements, forgetting the fellow he's trying to 
reach. And his sales are completed in an orderly, disinterested 
manner. His customers are neat file folders that are stuffed away 
in a back room when they've served their purpose. There’s no 
wonder that he has so little repeat business. 

In our rush to sell today, we are apt to forget that the closing 
of a sale is just the beginning of a customer. That thinking prob 
ably arises from the fact that we don’t sell our customers every day 
or week or year like the grocer or clothier or banker. It’s a natural 
tendency to lose sight of them. So there’s all the more reason to 
give them the kind of service and individual attention that they'll 
never forget. 

What's the reward? Repeat business. Every house in your com 
munity will change owners every five years, on the average. The 
house you sell today will change hands five times in the next 25 
years. 

' So, from a selfish standpoint, we can’t afford to let customers 
get lost in the crowd. After all, they continue to be customers. And 
if we treat them as such, they become our best boosters. Taking a 
few hours to repair a warped cabinet or leaky plumbing, showing 
enough sincere interest to check back with a customer frequently 
to see how he’s getting along these are simply investments in 


the future. 
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NAREB Convention Report 





Realtors Find 


New Avenues 


For Sales 


By ROGER C. LAKEY, Managing Editor 


December, 


1954 


Convention delegates report added commissions 
from trade-in houses, selling houses ,for project 
builders, rehabilitation. The housing market will 
continue strong next year, but Realtors must be 


alert to brand new trends in the industry. 


ped Indian Summer weather greeted 3,500 
delegates as they poured into Cleveland from 
all sections of the country for NAREB’s 47th annual 
convention last month. Gone from the convention 
scene were swimming pools, waving palms, and 
fashionable night spots to distract delegates from the 
business at hand. Realtors came to learn more about 
their business, evidenced by jam-packed roundtable 
meetings and general sessions. 

Throughout the five day meeting, delegates and 
key speakers reported these trends: 

Realtors in most sections are feeling keen com 
petition from new home construction, but they are 
taking advantage of it. Builder promotions are draw 
ing buyers away from good buys in existing houses. 
So more Realtors are getting in on development sales 
for two reasons: 1) to offset slackening sales in used 
houses; 2) competition in new construction is caus 
ing contractors to seek Realtor help in’ planning 
homes to meet buyer demand. 

Keen interest is being shown in trade-in houses 
and real estate ex« hanges of all types. Trade-ins are 
stepping up new home sales for Realtor-builders, and 
giving brokers a tie-up with contractors for added 
commissions. Exchanges are helping brokers move 
higher-priced residences and opening new sales ave 
nues for investment real estate. 

New housing law has just started to take effect 
Delay has been in getting it translated into regula 
tions at the field agency level. Much of the optimism 
expressed by delegates is based on expected benefits 
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Meetings at the 47th annual NAREB convention were spread 
among four downtown hotels and the Cleveland public auditorium. 
Aerial view shows Terminal Tower. (Left) 


Fritz Burns, chairman of the Build America Better Council tells 
Realtors that major state legislation is needed in 1955 to increase 
the anti-slum powers of cities. Realtors will back such legislation 
in their states this next year. (Right) 


“No man can travel the length and breadth of our land expressly 
to visit Realtors, talk shop with them, and make plans for NAREB 
without developing a new pride in all the term Realtor stands 
for,” says Ron Chinnock, 1954 NAREB president, officially open- 
ing the convention. (Below left) 


As usual at least one Texas delegate brought his six-shooter and 
ten-gallon hat. In this picture the handsome six-footer is Jim 
Akins from Dallas and he’s right at home in the “Round-Up 
Room” where brokers had their displays. Others (left to right) 
are Amanda Guelzow, John Nothnagle, Mrs. Dorothy Webster, 
Elliott S. Kinney and Irene Harvey. (Below right) 





of the new law 
months ahead. 

Mortgage money will be in good supply for all 
types of real estate in 1955. 

Advance listing fee racketeers are on the run. In 
Wisconsin, for example, eight such companies have 
vacked up their trouble-making schemes in their old 
li bags and silently stolen away. Delegates were 
warned to be on the lookout for them and other such 
operators in their areas. 

Many states are tightening license laws and edu 
cational requirements. But there’s still a long way 
to go. Industry leaders are striving to get all Realtors 
to conduct business on a professional plane, but it 
takes group action. 

Nation’s farm economy is in good condition. but 


as it gets into full swing in the 


Shopping center construction is proceeding at an 
unprecedented rate. Experienced Realtor-developers 
warned delegates about the need for good leasing 
practices and adequate market surveys to determine 
that actual need exists before launching a center 

Good headway is being made in slum clearance 


and rehabilitation, thanks to the NAREB Build 
America Better campaign, spearheaded by dynamic 
Realtor-Builder Fritz Burns, Los Angeles. Burns and 
FHA Commissioner Norman Mason hold out great 
hopes for Sections 220 and 221 in the new housing 
law as important tools for this program 

Meetings were spread among four Cleveland hotels 
and the public auditorium, keeping delegates hop 
ping to attend the many good sessions. Idea session 


held in early morning by the brokers and property 


there are certain trends that bear watching 
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Traders Panel appearing before delegation at general assembly covers Brokers Institute panel of experts answered questions from the floor on 


all phases of making a trade from “how trading increases sales” to the listing, selling, and advertising. These meetings were constantly crowded, 


tax aspects of trades. Trades are on the up-swing in most sections, often had to break-up before all the questions could be answered. 


other sessions were crowded too. Realtors not only 
wanted bread-and-butter ideas, they also wanted to 
know about national trends and problems 

In the trade-in house category, Tulsa Realtor 
Builder Morris Turner showed delegates that trades 
net the brokers two commissions a open up new 
markets, His company takes a 90-day exclusive list 
ing on the property to be traded in, and if it isn’t 
sold in 90 days, the company buys it at a guaran 
teed price, gets temporary local financing, recondi 
tions the house and puts it back on the market. 

Detroit Realtor Gordon Williamson uses a syndi 
cate system which increased his business by 25° 
during the past year. His syndicate gets its capital 
from investors, and it is used to buy trade-in guaran 
lee properties when they have not been sold 

Fritz Burns appealed to Realtors to support state 
legislation enabling cities to exercise greater powers 
in eliminating slums and blight. He prescribed four 
specific actions for cities to use within clearly de 
fined neighborhoods 

1) Show owners there are teeth in city’s mini 
mum housing standards and that they must up-grade 
their houses or demolish them; 2) supplement this 
by improving city schools, parks, play 
grounds, sewers, street lighting, refuse collection; 
3) invigorate the neighborhood by new construction 
on Cleared sites; 4) get state legislation authorizing 
power of eminent domain to cities to condemn im 


streets, 


proper use of a property in a given neighborhood 
without disturbing the ownership of the land. 

At this same Build America Better meeeting, dele 
gates heard Mayor'Alex M. Clark of Indianapolis 
tell how BAB works in his city. He says hard-hitting 
housing code enforcement has proved to be popular 
in Indianapolis, rather than “politically unrealistic” 
as a result of widespread cooperation. Backed by sey 
eral years of enforcement campaigns, his city set up 
a modernized health and housing code last April. 
and “we are happily surprised with the voluntary 
compliance already resulting.” Clark said 

At a general session, NAREB’s new president. 
Henry G. Waltemade, New York, told delegates the 
Realtors Washington Committee’s role in getting 
new financing tools for building America better. He 
said Section 226 of the new housing law “is expected 
to make a substantial contribution to the moderni 
zation of existing housing in many older city neigh 
borhoods.” Section 221 is an answer to housing per 
sons who must leave homes demolished as unfit for 
rehabilitation or whose density of occupancy is de 
creased because of dangerous overcrowding 

“Basic principle of this program is to get com 
munities to accept more responsibility for slum pre 
vention as well as elimination.” Waltemade said 

At crowded sessions delegates heard spirited talks 
telling about crackdowns on advance listing fee rack 


eteers. J. S. Miller. Wisconsin license law official. 





Herbert U. Nelson, executive vice president 
of NAREB, will retire July 1, 1955 after 37 
years with the association. At the opening 
convention session, Nelson outlined 13 proj- 
ects in NAREB’s future and said, ‘Today the 
designation Realtor is a guarantee of service 





Herb Nelson Retires 


based upon facts and skilled knowledge and 
standards of ethical conduct that are obeyed 
by Realtors and imbedded in the laws of 
40 states. | am grateful to have had a small 


part in building the ‘House of the Realtor.’ ” 
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Realtor Frank W. Cortright, author of 


an inscribed plaque from Herb Nelson. At right is Fred Kemner, chain 
At left, NAREB President Ron Chinnock. 


man of committee on Realtor, 





told delegates that such racketeers bilk the nation’s 
property owners of $25 million annually, and that 
his state has caused eight of these organizations to 
cease operations in Wisconsin. 

Getting the job done was simple, says Miller. The 
state board set up and enforced regulations requiring 
“foreign,” or non-state corporations to follow the 
same licensure rules of state businesses. and demand 
ed that a licensee take a written examination and 
submit to thorough investigation of his business prac 
tice before he was granted a license. In addition. 
the licensee is required to set up an office where 
court papers may be served. 

Theme of many convention sessions was the need 
for tighter license laws for all brokers. 

“Real estate people continue to operate under laws 
which are outmoded and totally inadequate in han 
dling today’s greatly broadened field and accelerated 
Howard Adger. Baton Rouge. director 
of the Louisiana Department of Occupational Stand 
ards. He says proposals for improved license laws 
die in committee sessions because legislators do not 
generally know of the urgent need for improvements 

Earl Hart of Des Moines said local boards can help 
by promoting ethical business practices and friendly 
relations among members and offering business 
building suggestions 

D. D. Watson, California real estate commissioner. 
cited the NAREB code of ethics as a guide for mem 
bers’ conduct. “If all realty firms would abide by 
it. licensing and state regulation of the 
would be unnecessary.” 


pace,” said 


industry 


Delegates heard many industry leaders urge high 
er educational standards. Henry Beaumont. Beverly 
Hills. California, told Realtors whether a realty stu 
dent becomes a salesman, appraiser, or property 
manager, he must understand economics, property 
management and accounting.” 

Interest in shopping centers is rising sharply 
among Realtors. but experienced realty developers 
sound a word of caution. They warn against putting 
up centers without first determining the need 

A. T. Beckwith, Miami Realtor, cautioned man 
agers of small (50.000 feet) shopping cen 
to 40% 


square 


ters not to make the mistake of leasing 30% 
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of their space to food and drug store chains at un 
profitable rentals. He cited cases where rentals have 
been unbalanced by this mistake 

Chicago Realtor Frank C. Wells sees a great fu 
ture in shopping centers. “There will be more and 
they will be larger,” he said, “and they'll be open 
ing later in the morning and staying open later in 
the evenings.” Wells showed delegates that pedes 
trian traffic planning is essential in laying out a 
center 

Highpoint of the crowded convention program for 
industrial Realtors was the annual Awards Banquet 
sponsored by the Society of Industrial Realtors. The 
1954 Industrial Award was made by Major General 
Patrick J. Hurley to Frederick Coolidge Crawford, 
Chairman of the Board, Thompson Products, Inc 
Cleveland 

At an earlier meeting. industrial Realtors 
told by E. M. Boerke of Milwaukee that money for 
industrial mortgage loan investment is in large sup 
ply and is increasing. This was a welcome note for 
a segment of the industry formerly plagued by short 
age of such funds 

Farm brokers were welcomed to their opening ses 
sion by Don L. Temple. Mt. Victory, Ohio Realtor 
He told delegates there are five problems affecting 
expansion of farm ownership: 1) trend to fewer 
and larger farms; 2) government allotment 
program which is forcing buyers to demand higher 
priced land, thus depressing price of cheaper land; 


3) lowering of farm water tables; 4) loss of good 


were 


land near expanding cities to residential usage only; 
>) need for help for young farmers 

In spite of these problems, C. R. Arnold, Federal 
Farm Credit Administrator, the farm 
economy is in good condition 

One of the most spirited discussions of the con 
vention occurred in a panel on “Impact of the Mo 
tor Car on Real Estate Panel members Harvey 
Draper, Houston; Richard J. Seltzer, Philadelphia; 
Abel Berland, Chicago, (all Realtors), and Walter 
Blucher. consultant for the American Society of 
Planning. took sides on the controversial decentrali 
Their comments are reported else 


aid nation’s 


zation question 
where in this issue 
One highpoint of the general se 


sions came on 
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Looking over shopping center plan (left to right) are convention dele 
gates John Herd of Philadelphia, William Cusack of Minneapolis, Michael 
O'Dea of Louisville and Don Reed of Painesville, Ohio 






























































_ CLIMATE RIGHT STYLING 
\—o ZY. @ Dozens of attractive 2, 3 and 4-bedroom 


homes to choose from. Basement and non-basement models; 
1, 1144 and 2-bathroom designs, hip roofs on some models. 





© Southerner and Gulf Coast Lines — specially designed models 
available for Southern and Gulf Coast climates. 


COMPLETE HOUSE PACKAGE 





* : —=z N 


FOr OME ver 2 A single 
en order to Thyer 
delivers a 
whole house — 
includes cabi- 
nets, sheet-rock, heating, screening, bath fixtures and 
roofing. Saves many hours of “chasing around” or 
waiting for delivery. Simplifies cost control. 




















TURN-KEY CONTRACTING 


- 





rhyer can fur- 

nish houses, 

construction 
financing and a_ bonded 
contract price to developers 
who want to build 50 or 
more houses at a time. All 
the developer needs to do 
is furnish land, operative 
builder commitments, and 
a mortgage take-out 


NATIONAL ADVERTISING AND 
MERCHANDISING SUPPORT 


*) . ~ To assist in 
\ sales efforts, 


Thyer provides 
builders with catalogs, dis- 
play cards, mailing pieces 
and newspaper mats and 
other merchandising 
materials. In addition, a 
hard-hitting advertising 
campaign in the publica- 
tions listed below produces 
hundreds of local prospects 
which are turned over to 
builders for follow-up. 





@ Living for Young Homemakers 
@ Parent's Magazine 

@ House Beautiful 

@ House and Garden 

@ Small Homes Guide 
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io oUlVeh PLATT 


“PROFIT SYSTEM” 


Interested in cutting yourself a bigger slice of the 
housing market? Then, look at what Thyer offers 
builders in 1955. Here is the “‘hottest deal’’ made 
by any manufacturer of houses today. Virtually 
everything you need to do a profitable building 
job — handed to you on a “silver platter’’. 

For example, if you are a contractor averaging 10 
to 30 houses a year by conventional construction, 
it’s just right for you. And, for large scale operators 


houses, it offers so much more — you will want 


to find out just how it works. 


Look over the 6 major services in the Thyer 
method. If you are a builder, developer, or interested 
in investing money in Thyer houses and would 
like to hear the full story on the Thyer ‘Profit 
System”’, write or call us today. A Thyer field 
representative will be glad to sit down and show 


how it can help you do a bigger, better and more 


already experienced in erecting factory assembled profitable job by building Thyer Homes. 


DROP IN TO SEE US AT THE NAHB SHOW IN CHICAGO ©® Conrad Hilton Booth 308-309 





COMPLETE FINANCING SERVICE 


Lae 90-Dey Interim Financing 
Inexpensive construction money 


immediately available to qualified Thyer 
builders of 10 to 30 houses per year. 


LOCAL FIELD SERVICE 








At present, 
14 Southern and 15 
Northern field repre- 
sentatives are ready to 
offer local assistance to 
builders in erecting, de- 
veloping, financing and 
merchandising. Quali- 
fied by training and 
experience, they are 
always available to 
assist Thyer builders. 


Construction Financing for Projects 
Special service for arranging loans to developers 
building 50 or more houses at a time. 
Mortgage Brokerage Service 


On advance commitments or on residences 
ready for immediate delivery, Thyer will help 
to arrange mortgages. 








Send For Complete Information on the Thyer 
“Silver Platter’’ Program Today 


C] Realtor C] 


fama C] Builder 
i. (other) 


Please send me: 


O 


Cj Catalog of Thyer Homes 


| Information on construction 
— financing 


CL) 


[_} Have Thyer representative call 


General Information on [ 
Thyer Homes 


Information on turn-key 
contracting service 


Wayne sun 


R MANUE ACTURING CO 


‘e Information on complete 
J financing service 


9850 
geet 


The THYER 


o st 
Y at 

§15 E. pert. 
sncrson 


Name 
sayssissiPr 
Company 


Address. 
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Thursday morning when Edwin P. McManus of 
Georgetown University dramatically appealed for 
the defense of property rights. “You Realtors should 
be vitally concerned with judicial interpretations 
which are endangering private rights to property,” 
said the professor of constitutional law. . 

Equally popular with conventioneers was Dr 
Preston Bradley of Chicago, who put private prop 
erty rights on an equal basis with the free ballot as 
essential to the preservation of democracy. 

Realtors attending the luncheon for the Enlarged 
Realtors Washington Committee heard Brigadier 
General Bonner Fellers cite air supremacy and re 
duced federal costs as keys to peace. He said we need 
to create some 2,000 of the most modern bombers 
(twice the number now being held) and from 6,000 
to 10,000 modern jet interceptors to attain the air 
superiority he believes necessary. 

“Defense outlays should be limited to $33 billion 
a year for the next five years, while reducing gen 
eral government expenses by $5 billion to $7 billion 
as recommended by the Hoover commission,” Fel 
lers said. 

Fellers struck out against our present policy of 
maintaining land forces in so many remote spots 
all over the globe. Cost is too prohibitive, he said 
“To compete with Russia on this basis would col 
lapse our economy and enslave our people.” 

Fellers appealed to NAREB to support his pro 
posals to prevent war. 

Arch N. Booth, executive vice president of the 
Chamber of Commerce of the United States. com 
mended organized business for preventing America 


Strong Market for Older Houses Reported 


The price decline in older houses has ended, re 
ported James C. Downs Jr., president of the Real 
Estate Research Corporation of Chicago. This was 
welcome news to NAREB delegates at the Cleveland 
convention, And Downs went further to predict that 
used housing is a high grade investment at present 
levels. Many Realtors give credit to the new hous 
ing act for this upturn in the used house market 
which had declined somewhat this year due to in 
creased building activity. 
from being “chained to a planned economy.” “Had 
it not been for the work of NAREB, the public 
housers would have had their way,” said Booth. 

As convention sessions drew to a close and 
NAREB’s new president, Henry Waltemade of New 
York, was introduced, NAREB announced its 1955 
policy. 

NAREB would fight controls on prices. rents. 
wages; limit government spending by constitutional 
amendment; urge FHA to use fee appraisers; co 
operate more fully with the new FNMA; urge local 
taxation of federal property receiving local service; 
urge recognition of capital losses in sale of resi 
dences; eliminate further public housing and liqui 
date existing projects and transfer to private own 
ership; fight for state power to limit taxation of 
real property by local or state governments; seek 
tighter license laws; promote the Build America 
Better program; urge Realtors to set up neighbor 
hood associations for help in improving neighbor 
hoods; put teeth in state and local minimum hous 
ing requirements; raise real estate educational stand 
ards; support a research and educational center for 
the advancement of the real estate industry. 





Realtors Trade 


Can you afford TV advertising? Is door-to-door 
prospect hunting good sales training? Is there 
an easy way to control advertising costs? Should 
you take over-priced listings? These are typical 
questions asked by Realtors in fired-up sessions. 


Here’s a cross-section of the best ideas. 


By ROBERT PAYTON 
Associate Editor 


Selling Ideas 
@ Should you accept listings for over-priced houses: 

Fred Tucker, Jr., Indianapolis: “You can some 
times work down the price through agreement with 
the owner that if the property doesn’t sell within a 
given length of time at his price, he will allow it to 
be lowered.” 

Charles L. Paine of Portland, Oregon, says: “Tell 
the owner you'll take it for a year at his price. 90 
days at a more reasonable figure, 60 days at a slight 
ly lower figure, 30 days at a good selling price, or 
cash right now at a figure you (the Realtor) offer.” 

“Never take over-priced listings,” says Michael 
J. O'Dea, Jr. of Louisville. “We don’t, and we sell 
90% of our listings. Try to sell the owner on a rea 
sonable price within a close range of the appraisal 
price.” 

George E. Walker, Des Moines: “You don’t know 
what a ‘market price’ is on a given property, espe 
cially a high-priced one. It’s a matter of getting out 
and finding the right buyer the one who really 
needs or wants the particular property you're sell 
ing.” 

Robert B. Collins, Tulsa, says you must find out 
why the people are selling. ““That’s the key,” he says. 
“Tf they wna a very valid, necessary reason for sell 
ing, you can accept the listing even at a high figure. 
because they’ll have to come down eventually to 
sell.” 

Vincent J. Schmidt, Galveston: “Accepting over 
priced listings is a poor practice, because you can't 
sell them. People get the idea you're a poor sales 
man.” 

Richard L. Jones, Boston: “You can accept listings 
a little high, because buyers expect you to dicker a 
little bit. They feel they got a good buy if you come 
down a little, and aren’t so sure if you get the full 
price asked for.” 

e@ How do you get listings? 

Tucker: “By advertising, direct mail, and person 
al contact. The latter is the best way I know.” 

John C. Tysen, New York: “We use brokers, tax 
lists. Form letters with return cards have proved 
pretty successful.” 

“We say,” reports Jack Justice of Miami Beach, 
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“Mr. Owner, there are three prices on homes 
1) The holding price, which assures you indefinite 
ownership. 2) The market price, at which you can 
compete with other homes for sale. 3) The selling 
price, which will assure you a quick sale. You take 
your pick.” "oo 

e Is the telephone a good way for getting listings? 

Tysen says, “It’s one way. Some salesmen get re 
sults just going through the phone book evenings 
and calling random numbers.” 

Stanley H. Mathis of Roswell. New Mexico, dis 
agrees. “We only use the phone for following up a 
prospective listing.” 

O'Dea believes the telephone is no good except 
for making appointments. “You simply have to con 
tact people personally to get good listings.” 

Paine: “Some get good results just calling and ask 
ing people if they know of anyone in the neighbor 
tet who has a home for sale or who might be in 
terested in selling. You should take some pictures of 
homes you've sold, and their prices. Take these with 
you when you go to get listings. They often help to 
bring prices down.” 

Mathis says his salesmen phone the housewife 
after she answers their direct mail. “This way we 
get leads,” he says, “but not listings.” 

Here’s a quick exchange on the door-to-door meth 
od of getting listings: 

“There's nothing like house-to-house canvassing 
to get listings.” says Paine. “When I first started in 
the business, I did nothing but knock on doors and 
find houses to sell. I got a 15% listing commission. | 
think you should turn a new man loose on canvas 
sing. Sometimes many of us know too much, and a 
new man won't know that he can’t get listings and 
will go out and get them.” 

Walker says there are 10 good ways to get listings 
“And all 10 of them are to ring doorbells.” 

Clive Graham, Long Beach, California: “Door-to 
door canvassing isn’t good public relations. You 
should have a better training program than sending 
young salesmen around ringing people’s doorbells.” 

“That depends on how you do it,” says Paine. 
“You can make people mad, sure. But most women 
are flattered when you ask them about their home.” 


Advertising Problems 
e@ Can you get good results from TV advertising? 

“A competitor of mine does,” says Mathis. “He 
appears personally and talks about farms. He gives 
such things as cost, productivity and so on. He al 
ways ends by saying there'll always be more people. 
never more land. This is very effective for selling 
farms in our area.” 

O'Dea: “We find TV too expensive for institution 
al advertising.” 

Tysen: “TV costs are prohibitive, generally, but 
there is a national ‘home show’ that Realtors might 


After a lively session on handling salesmen, (left to right) Har- 
old Simon, R. W. Rankin, Russel Pointer, Arthur Nall and 
Harvey Draper consult convention programs and compare notes. 
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Early morning idea sessions (8:15) were packed with enthusiastic 
Realtors even after late convention parties the night before. Meetings 
like this were businesslike, reflecting delegates’ eagerness for new ideas. 


































































































Everywhere Realtors gathered in small groups between sessions and 
exchanged ideas. Here (left to right) Francis Mutter, J. M. Bowes, 
Benton Wallace, Mrs. Wallace, Van Holt Garrett Jr. and Floyd Lowe 
enjoy an anecdote, 

































































look into. This show is interested in showing houses 
free. See your local station about it. We've done it.” 
@ Does sign advertising pay? 

Collins says, “It depends on the type of property 
being offered. Lots sell better with signs — 20%, to 
30% of our lot sales comes from signs. That means 
low expense per sale.” 

Mathis: “Signs work 24 hours a day, but you must 
keep them clean and neat. Decals work well for ‘sold’ 
signs. They’re inexpensive, clean, and the phospho- 
rescent ones we use stand out.” 

@ How much do you spend on advertising? 

Collins: “As little as possible. It depends on the 
property you're selling. All exclusives we advertise 
list the address. On some commercial properties we 
use direct mail as well as newspapers. We always try 
to hold it down to less than 10% of gross com- 
missions.” 

Justice: “We spend about 7% of our gross com- 
missions on advertising. We use a system to control 
costs and determine where our ad dollar is going. 
Our floor man of the day pastes our daily ads on a 
work sheet (a specially prepared form). He marks 
the number of inquiries received during the day on 
that ad. At the week’s end we know just how many 
inquiries each ad has brought. 

“We also keep a similar sheet at our open houses, 
showing how many visitors came in response to an 
ad, how many in response to our signs. A recapitula 
tion sheet at the a of the week shows the cost of 
each ad, the number of inquiries, and cost per in- 
quiry. Also, when a client-owner comes into the of- 
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fice, we have something concrete to show him about 
our efforts in his behalf.” 
@ Do you advertise properties not listed exclusively? 
Jones: “Yes, because we deal in commercial prop 
erties primarily and it’s hard to get an exclusive list 
ing on a commercial property.” 
Mathis: “We can’t afford it. We advertise exclu 
sives only.” 


Sales Management Methods 


Q. Should your sales manager sell in competition 
with his salesmen? 

A. J. Earl Miller, Geneva, Ohio: “We have 35 
salesmen with an average tenure of 8 to 10 years. 
Our general sales manager does not sell in competi 
tion with the salesmen, but area sales managers do.” 

Q. Should your salesmen make daily written re 
ports? 

A. Tysen: “No. Ours report at weekly sales meet 
ings.” 

Q. Do you have a new or used method of getting 
good salesmen? 

A. Miller: “No system, but we use personal con 
tact or persons encountered by our present salesmen. 
Many of them have friends they know who should 
make good salesmen.” 

Q. Do you have training sessions for salesmen? 

A. Jones: “We work with local colleges and uni 
versities. We have them work in salesmen’s sessions 
with their real estate courses.” 

A Salt Lake City Realtor puts special emphasis on 
this problem. “More people leave the real estate 





A 13-City Market Check... 


Business Will Be Good in 755 


At a 13-member market panel sponsored by the 
Brokers’ Institute, Realtors report demand slack- 
ening for used houses but prices holding firm, 
more activity in medium price brackets in most 
areas, industrial and commercial activity same to 
15° up, new construction proceeding at a healthy 
pace. General business outlook is excellent. 


ERE are ten-second market reports from 13 different 
areas in the nation. Each member of this market panel 
sponsored by the Brokers’ Institute at the NAREB convention 
reported on a three- or four-state area surrounding his home city. 


@ Jack Justice, Miami Beach: “Used homes are off 5% to 
10%. New homes sales slightly off. Rentals about the same. 
Sales and prices are up on unimproved and vacant lots. Prices 
are off 59% to 10% on apartments. Commercial properties slight- 
ly up. Interest rates are holding at about 512%. Split-level de- 
sign is popular. General outlook is very encouraging.” 


@ Merrill Raab, Richmond, Virginia: “New houses $7,200 
to $25,000 very active. $25,000 and up takes harder work to 
move them. Rentals are up. Office buildings are in great de- 
mand. Interest rates are easy. Large increase in acreage sales. 
Future looks fine for firms willing to work and to use intelli- 
gent salesmanship.” 
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@ John Tysen, New York: “Homes $20,000 and up are off 
about 5%. Residential, by and large, is up because of asking 
and taking price gap closing. Good sale-leaseback market. New 
industrial construction is up 15%. 


@ Richard Jones, Boston: “Much high-ratio mortgage financ- 
ing in our area. First half of ’54 money was tight, conventional 
financing was at 442% to 5'2%. Business was horrible. Last 
half is seeing easier money, good business, industrial contruc- 
tion up. It’s a question if the last six months is making up 
for the first six.” 


@ Jj. Earl Miller, Geneva, Ohio: “Spectacular suburban prop- 
erty development in both residential and commercial. Canada 
is off on apartment sales, good on commercial and industrial. 
Not many exchanges in Canada. Sales in this area are slightly 
off. Demand for homes under $16,000 is greatest. Financing is 
good in Ohio and Michigan. More interest in exchanges.” 


@ Fred Tucker, Jr., Indianapolis: “Used houses over and 
under $20,000 off 20%. New demand is still pretty strong, like 
last year. Generally real estate is up about 10%. Optimism in 
market. Interest rates hold at about 5% except GI. Of 23 
Realtors questioned in various parts of Indiana, 17 have been 
trading actively and the outlook is for more.” 


@ Michael O'Dea, Louisville: “New construction, especially 
in the $12,000 to $18,000 bracket, up 15% over last year. $20,- 
000 to $25,000 bracket active. Lack of activity in $10,000 and 
under bracket. Older homes 5% to 10% down to new construc- 
tion. Commercial sales steady. Industrial sales good. Rental 
market softening due to easy financing for home buyers. Look 
for good financing next year. Business is very good.” 
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business because they don’t know the fundamentals 
than for any other reason. We had a regular weekly 
education meeting and cut down our turnover 50% 
in the first year.” 

Q. How do you keep your salesmen moving? 

A. Justice: “We require every salesman to check 
personally 10 listings each week. We have a form 
made up for the purpose mimeographed right in 
our own office. Each salesman is responsible for 10 
personal contacts each week. It keeps the salesmen 
moving, digs up new listings, and lets ‘em know 
we re on our toes. 

Q. What about sales contests? 

A. One Realtor says his firm has one contest after 
another but on a three-month rather than a year 
basis. The idea is to keep the salesmen from putting 
off closings, which they were inclined to do when 
they thought they had a year in which to meet their 
contest deadline. The three-month period puts the 
pressure on them to close deals quickly. 

Q. How much does it cost to keep a salesman on 
a desk? 

A. One Realtor estimates it costs $4,000 maximum 
to carry a salesman at a desk. Another Realtor says 
$3050. Three others, figuring on a month basis, gave 
$220, $250 and $550 per month per desk. 

An Albany, New York Realtor also ran into some 
opposition. Discussing the use of telephones to get 
listings, this man says he has his salesmen come in 
one night a week. They go through the phone book 
for an hour and a half, phoning for listings. Many 
objections were raised to the idea. 





@ Vincent J. Schmitt, Galveston: “Business is good. Construc- 
tion high. Old house prices have dropped 10% to 15%. VA dis- 
count from 2% to 442% and 5%. Acreage in demand. Com.- 
mercial steady, but not too active. Demand for single-family 
rental homes very high.” 


@ Robert B. Collins, Tulsa: “Shortage of residential building 
lots exists here. Developers have them all used up. New houses 
are moving for nothing down. Savings and loans are competing 
with FHA for 5% loans, particularly in blue stocking areas. 
Commercial and industrial sales are good; there’s a softening 
in the rental picture.” 


@ George E. Walker, Des Moines: “Tremendous subdividing 
in most cities, which are forced to push boundaries and _ utili- 
ties out. Building permits about same as last year. Sales prices 
up. Houses in the $12,000 to $20,000 range are most in demand. 
Houses $20,000 and up are getting pretty hard to sell. Apart- 
ments have 59 vacancy. More interest in trades.” 


@ Stanley Mathis, Roswell, New Mexico: “Residential sales 
— same to 15% up. Trading active in all types of property. 
New construction up. Builders seeking Realtor help in selling 
homes. New and used homes good in $7,000 to $10,000 bracket. 
New homes in $10,000 to $15,000 bracket, up. Rental market 
same; off on overpriced or poor quality rentals. Commercial 
sales — same to better. Good business in last 12 months. More 
realistic asking prices.” 


@ Charles Paine, Portland Oregon: “Uncertainty prevails — 
which is good for business. Sales are about the same as last year. 
There’s more building, mostly VA and FHA. Big pre-sold 
brokers business. Some are taking exchanges. State voted $30 
million for dock, school improvements and an $8 million 
convention center for 1959.” 


@ Clive Graham, Long Beach, California: “Geiger counters 
are standard equipment for all Nevada Realtors . . . property 
owners won't list until their land has been thoroughly tested 
for uranium. Lots of hotel activity. California used houses 
over and under $20,000 are down. Apartments of 25 units and 
under are down; 25 units and up, higher. New construction is 
about the same. 











Waltemade NAREB 
Chief in 55 


I ENRY G. WALTEMADE of New York has } 

come the president of the National Association 
of Real Estate Boards for 1955. He succeeds Ronald 
Chinnock of Chicago, and will be installed in Wash 
ington, D.C., in January. 

C. Armel Nutter, Camden, New Jersey, was re 
elected treasurer. 

Waltemade has been in the real estate profession 
since 1923, and has a long record of service to the 
Association. He was president of the Bronx Real 
Estate Board in 1938-39, president of the New York 
State Association in 1944, regional vice-president of 
NAREB in 1945-46, a NAREB director from 1945 
54, a member of the Realtor’s Washington Commit 
tee since 1949 and its chairman the past two years. 
He was convention chairman at New York in 1948 
and in Miami Beach in 1950. He was also on 
NAREB’s executive committee in 1951-52 

Regional vice-presidents elected are: 

Charles F. Gilchrist, Fort Worth; John W. Bates, 
Richmond, Virginia; Judson Bradway, Detroit; 
Harry J. Fitzgerald, Evansville; David B. Childs, 
Kansas City, Missouri; F. R. Seely, Phoenix; Harold 
EK. Waldron, Quincy, Massachusetts; Reg. F. Du 
puy, Long Beach, California; Herbert E. Goldberg, 
Newark; Lee Ohmart, Salem, Oregon; Paul C. Shay, 
Des Moines; Howard Kinder, Prospect Park, Penn 
sylvania; George C. Starke, Montgomery, Alabama 

New presidents of NAREB’s affiliated institutes 
are 


F. J. Dietrich, Jr., Stockton, California Apprais 
ers; Louis S. Laronge, Cleveland Brokers; Wil 
liam A. Walters, Sr.. Los Angeles Managers; 
Wesley P. Stevens. Newark, New Jersey Secre 
taries Council; Frank W. Baumann, New Ulm, 
Minnesota Farm Brokers; Lorraine Kuhs, St 
Louis Women’s Council; Larry W. Long, St 
Petersburg, Florida States Council; Lester J 


Steele, Detroit 
rock Randall, Philadelphia 
ors; A. G. Hanson. Minneapolis 


Industrial Realtors: Roland Rod 
Real Estate Counsel 
Real Estate Fliers 





What’s the Answer 


to Downtown Congestion? 





Panel of Experts: 


Moderator — Davis E. Jackson, Kansas City, 
Mo. 


Guests — Walter Briggs, President, Pershing 
Square Garage, Los Angeles. 


Wilbur Smith, Associate Director, Bureau 
of Highway Traffic, Yale University, 
New Haven, Connecticut. 


Walter Blucher, Consultant, American So- 
ciety of Planning Officials, Chicago. 


Realtors — Harvey Draper, Houston. 
Richard J. Seltzer, Philadelphia. 
Abel Berland, Chicago. 











Should cities subsidize off-street parking? 

Wilbur Smith says this isn’t necessary, that off- 
street parking can be profitable in most cases. 

Richard Seltzer thinks its a serious problem. He 
doesn’t feel government should pay for parking fa 
cilities downtown, but that local merchants, who 
really benefit, should help support it if necessary. 
Parking prices, Seltzer thinks, are too high for the 
average pe yper. 

Abel Berland isn’t sure parking downtown is the 
real answer to the problem of congestion. He says 
arteries are too crowded and it takes too long to get 
downtown, Says Berland, ‘We must consider what 
vehicle brings the most people into downtown areas 

80%, come to town by mass transit systems. In 
most cities this equipment is old, worn.” 

Walter Blucher agrees with Berland. He says that 
pedestrians, not drivers, are customers. Mass trans 
it is what should be improved and sold, not more 
parking and more streets. Blucher says, “The pur- 
pose of a highway is to lead you to where you're 
going, then it should disappear.” 


How can public transportation systems be improved 
and promoted? 

Smith suggests we give transit companies some tax 
relief and some good traffic laws. He says, “Now 
they’re having a heck of a time making any money 
at all. There's a point of diminishing returns too. 
You can’t charge more than 25¢ a ride and most don’t 
want to charge that much. We've got to get coopera- 


Are downtown property values in your city on 
the verge of decline? Are suburban shopping cen- 
ters easing traffic congestion? Is rapid transit to 
downtown practical? Can increased downtown 
parking solve the traffic problem? Here's a lively 


debate by a board of experts. 


By PETER STAMATS 


Associate Editor 


tion between municipal authorities and public trans 
it companies,” 

There are four errors made in mass transit, Blu- 
cher says: 1) Transit companies lack imagination. 
2) They’re being imposed upon by city taxation. 
3) They can’t use their vehicles to their best advan- 
tage because of traffic congestion. 4) People don’t 
like to ride a bus. “As transit changes over to 
buses,” says Blucher, “‘they’re going to sow the seeds 
of their own destruction.” 


What about parking at the edge of town and taking 
rapid transit the rest of the way? 

Berland says its just too much trouble for people 
in Chicago to keep shifting to other forms of trans- 
portation, ‘What's neotel.” he says, “is a quick, 
efficient, clean way to get people to the shopping 
area. Perhaps tunnels, or moving sidewalks are in 
the future, but there’s no quick answer. Perhaps 
shopping centers and horizontal decentralization of 
business is replacing the vertical downtown type. 
Perhaps the paren. Fe has made this a trend of 
aia all over the nation. In 1935 Chicago, 75% 
of the business was done in the downtown area. In 
1949 that figure was down to 45%. I would guess 
that it has dropped to about 33% now. This means 
that, even though dollar volumes are still high, 
downtown areas are slipping percentage-wise.” 

Disagreeing with Berland, Seltzer says, “We're 
just a little out of adjustment now because of the 
vast increase in traffic.” He says that between 60% 
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and 80% of wages are produced in centers of aver 
age cities today. “We have billions of dollars invest- 
ed in this centralized area; we aren’t going to tarow 
this down the drain,” Seltzer says. “But.” he warns, 
“we must use imagination and sell mass transporta 
tion to the people. Parking isn’t the answer, it’s edu 
cation.” 

“Tt isn’t a case of abandoning the center for the 
suburbs,” says Blucher. “Both will change material 
ly. We can’t maintain the status quo. This revolu 
tion is taking place in the suburbs too. In some areas 
congestion is as serious in outlying shopping centers 
as it is downtown. We need the center in most cities 
for certain types of business. Cities are all different, 
so averages don’t mean so much. Let's recognize 
change and use it to advantage, not try to block it.” 

Walter Briggs, who believes adequate parking can 
be provided downtown, says, “I don’t know a city in 
America where downtown values have dropped in 
the past 10 years. Some have doubled and tripled. 
Most downtown parking areas we have constructed 
have been planned realistically and have been bene 
ficial. We can do still more to build realistic down- 
town parking.” 

“I'm not a prophet of doom for the downtown 
area,’ Berland explains, “it isn’t going to fall apart. 
But, it hasn't the same appeal it used to have. The 


National Product has increased about 300% since 


1939. ‘That accounts for the higher income of down 
town properties even with decentralization at work 
and a smaller percentage of buying power coming 
downtown. In Chicago no new office buildings have 
been built since 1934. Now, as one is being built, 
other building owners and managers are worried 
about losing tenants. And, operating costs have in 
creased. I doubt if real rental income has doubled or 
trebled. That doesn’t mean these buildings are going 
bankrupt, but it is an unhealthy trend for downtown 
real property.” 


How effective are one-way streets and elimination of 
on-street parking? 

Seltzer says one-way streets are a necessity now 
in most cities of 100,000 or more. And he says that 
even though you take steps to improve traffic con 
ditions downtown, you'll eventually 
parking in all congested areas. 


come to no 


What effect does Houston’s good street system have 
on the downtown area? 

Harvey Draper says people in Houston naturally 
want to come downtown. “Houston,” he says, “has 
some congestion downtown, but a good lighting sys 
tem helps. We have completed our third expressway 
and have a fourth planned, and we have plenty of 
vacant property for parking.” 


Trade-In Houses Open New Markets 


Here are two trade-in-house systems that are 
boosting business for a Tulsa Realtor-builder and 
a Detroit Realtor. Both are based on guarantee- 


ing the owner an “upset” price. 


EALTOR George Williamson’s Detroit firm has 
an original solution to bottlenecks in home 
transactions. 

Williamson’s company forms a “syndicate,” re 
ceiving its capital icons investors (which include 
company personnel), and the capital is used to buy 
properties on the expiration of the “guaranteed trade 
in” period. 

Title to the properties is taken in the company’s 
name, and non-interest bearing notes are given the 
syndicate for the amount involved. A line of credit 
has been established at a local bank for additional 
funds. 

Here’s how the three-way operation works: 

Party No. 1 is selling a new home. Party No. 2 
wants to dispose of his old home and buy the new 
one. Party No. 3 negotiates to buy No. 2’s home on 
the sale of his own house. The Detroit firm is the 
clearing house. 

It agreed to buy the existing home of Party 
No. 2 if it was not sold on the market in 90 days. 
Some time after this agreement, this home was tenta- 


tively sold to Party No. 3 — contingent upon No, 3 
receiving a specified amount of FHA mortgage loan 
insurance. 

Processing of such FHA insurance applications 
takes about 10 weeks in Detroit. But Party No. 2 
was obliged to complete his deal with Party No. 1 
before expiration of this period. 

The saladiies to the bottleneck came when the De 
troit company bought the home of Party No. 2 at 
the trade-in guarantee. Cash received in this sale en 
abled Party No. 2 to buy the new home 

Then FHA issued the loan insurance approval for 
the former home of Party No. 2. This cleared the 
way for Party No. 3 to buy it, his home having been 
sold in the meantime 

For handling these transactions, the Detroit syn 
dicate received commissions on $60,000. 

Williamson said his firm increased its business 
25%, during the year by using this system. In one 
transaction, the company sold 95 new homes and 43 
existing homes of purchasers, some in cooperation 
with other Realtors. 

The guaranteed trade-in plan is described by Mor- 
ris W. Turner of Tulsa. The trade involves two sales 
for the broker. 

“A good trader is a good salesman,” Turner says. 
‘He has to be a good sober buyer and an enthusiastic 
seller in the same market place.” 

Under Turner’s guaranteed trade-in plan, his com 
pany will take a 90-day exclusive listing on the prop 
erty to be traded in, and if it isn’t sold during that 
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time the company will buy it at a guaranteed price. 

“If we ultimately take over the buyer’s house, we 
work out temporary financing on it with our local 
bank or savings and loan association, doing what 
ever reconditioning that was included in our estimate 
of marketing costs,” Turner says 

Here’s an example: 

A builder’s bungalow was priced at $42,500. A 
buyer for this new house had a 24-year-old home he 
wanted to sell for $29,500 well over its market 
value, 

After a month without a sale at $29,500, the build 
er reduced the price of his house to $41,000 cash, and 
the potential buyer reduced his to $26,000. 

At this stage Turner appraised the old house and 
demonstrated a $23,000 replacement value. 

Turner then sold the new house to the buyer at 
$41,000, and guaranteed to purchase the buyer's 
house at $22,500 if it was not sold in 60 days. It 
was sold, 36 days later through the multilist system, 
at $25,000. 

The key factor in the transaction was the fair, 
honest appraisal on the old home, after an honest 
effort to sell the old house at the higher figure 

C. J. Duncan of Oakland, California, told of the 


rapid spread of the exchange idea. 

“These deals are as simple as any sales transac 
tion,” Duncan says. “They are merely the simul- 
taneous sale of two properties for two owners, each 
to the other. 

“If you add the sale of residential income property 
to your business of home sales, your field of opera- 
tions has widened, and homes or lots or mortgages 
will frequently be offered by prospects as part of the 
purchase price of an apartment house. It still is a 
simple operation. 

‘Now that you have added the sale of residential 
income properties to your home brokerage business, 
it is inevitable that some of your prospective pur- 
chasers are going to ask you for commercial income 
properties instead of residential income properties 
as investments. So, what do you do? 

“You have a client with a good clear $15,000 
home, plus a first mortgage of $10,000 on a home 
you sold for him. He now wants some leased busi- 
ness property that will be free of management prob- 
lems, so you start looking for such a property either 
directly or through fellow Realtors. You not only 
find it and make a deal, but in the process you list 
other properties.’ 





Appraiser Goes Airborne 


Philadelphia appraiser uses his own plane to get full views of 
properties. Aerial study gives him new perspectives, pays off as a 
big time saver when the actual ground study is finally made. 


“Printed maps and drawings 
when used alone are unsatisfac 
tory substitutes for this living 
map when seen from the air.” 

Kniskern believes that perspec- 
tive is of basic importance to the 
appraiser or real estate counselor. 
‘“There’s nothing like study from 
the air to place a property in its 
proper perspective in its surround- 
ings,” he says. 

An example of the way time 


cm AP W. Kniskern, Philadel- 
phia realtor and appraiser, has 
an approach that really lets him 
take the “big view”. He’s added 
an airplane to his professional kit 
of slide rule, camera and reference 
books. 

With his son, 
kern, 
pilot, 
survey 


Philip N. Knis- 
an ex-GI realtor-builder, as 
Kniskern makes an aerial 
and study of each subur- 


Kniskern, 


father and son, stand by plane 


ban or outlying assignment before 
making his ground study. 

“From the plane,” Kniskern 
says, “we can see and photograph 

‘living’ map of the entire sur- 
rounding area. From higher alti 
tudes one can study a 50 to 100 
mile radius or come down to the 
lower altitudes to study details. 
We can almost count the number 
of panes in the windows 


they use for aerial surveys. Small plane 


enables them to get low enough to study details, high enough to photograph the 


whole area which they are studying. 


can be saved and personal effici- 
ency increased is offered by Knis- 
kern. In two important aerial 
studies he covered separate prop- 
erties 150 miles apart in one af- 
ternoon. One was a farm in New 
Jersey, being analyzed for resi- 
dential and commercial develop- 
ment. The other was an estate in 
New York being analyzed for a 
liquidation program. 

Original ground studies in ei- 
ther of these cases — the first be- 
ing 100 and the latter 200 acres 

would have required days and 
much automobile travel and “fish- 
ing” for important neighborhood 
properties. With the aerial sur- 
vey all the important points were 
quickly te and then laid out 
for the automobile trip. The ac 
tual ground study, as a result, 
took only a few hours in each case. 

“The plane is a marvelous fa- 
cility for a fast and accurate study 
of residential areas,” Kniskern 
says. “It also helps in judging the 
relative progress of general de- 
velopment, competitive activities, 
transportation facilities, highways. 
schools and the like.” 





HETHER you're building a 
ten-house subdivision or a 
city that wil ultimately house 
10,000 people. sound planning is 
essential. How important it is in 
a project of tremendous size is 
clear from the Lincoln Village de 
velopment near Columbus, Ohio. 

Lincoln Village will ultimately 
cover 1,170 acres. including 550 
acres zoned for industrial 
133 acres will be devoted to a 
shopping center, commercial 
buildings, apartments. schools, 
churches, os 2 fire station and 
library. 900 single houses are 
planned for the first three years. 
with over 200 under construction. 

Backed by the Farm Bureau In- 
surance Companies, the $30 mil 
lion project embraces community 
planning in its fullest sense. And 
the planning has been thorough. 

Site selection was based on the 
rapid growth of the Columbus 
area, especially northward. The 
Pennsylvania railroad borders 
Lincoln Village on the north, the 
New York Central cuts through 
a portion of the southern plot, and 
the development is bisected by U. 
S. highway 40. 

A considerable industrial area 
is located in the area between Co 
lumbus and Lincoln Village. 

Layout of the residential areas 
followed definite principles. Sharp 
ly contrasting sections of homes 
in different price ranges are out. 
Homes in all price ranges will be 
built in all parts of the develop 
ment, avoiding the growth of 
“rich” and “poor” neighborhoods. 

Street planning was of first im- 
portance. Blocks are extra long 
and all streets are curved. Houses 
on corner lots will be situated so 
that blind corners will be avoided. 

Cross-walks. especially designed 
so that the long blocks won’t prove 
a hardship for children going to 
school, are also provided 

Streets will be either 26 or 36 
feet wide, but the main. street 
leading to the shopping area will 
be 62 feet wide. 

Although building specifications 
are numerous, all sizes, shapes 
and designs of houses will be built 
No attempt will be made to em 
phasize any particular house style 
There will be one-story, one-and-a 
half and two-story houses, ranch 
types, colonials, Cape Cod. 

Extremely tall commercial 
buildings and apartments are be 
ing avoided to maintain the ap 
pearance of a well-ordered and de 
veloped suburban community 

Industrial sites are located so as 


sites. 
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Central location of shopping center, use of apartments as buffer zone can be 





seen 


in artist's conception of completed project. Location takes advantage of arterial high- 


ways, rail transportation, big new industrial plants. Convenience of location is evident 


from direct connections with Columbus area. 


Sound Planning Begets 
A $30 Million Project 


Lincoln Village, near Columbus, Ohio, is a completely planned 


community. Development of all facilities ts designed to avoid 


future slum areas. High and low priced homes will be mixed to 


avoid “class” division of neighborhoods. Industrial sites will be 


close by but segregated. Street layout and routing will cut traffic 


hazards and congestion to an absolute minimum. 


to keep interference with 
dential areas at an absolute mini 


resi 


mum. Five industrial sites have 
already been sold. with three 
plants under construction 

The area had no sanitary sew 


age system before the develop 
ment got under way. Plans have 
been worked out to extend a wa 
ter loop to New Rome. the nearest 
municipality west of Columbus 
A million-gallon ground level wa 
ter facility was built in the indus 
trial area of the Village. Stand-by 
diesel motors have been installed 
to meet emergencies 

The mall-type shopping center 
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has been planned by Gamble, 
Pownall & Gilroy of Ft. Lauder 


dale, Florida. Located two miles 
from Columbus, it will cover 400, 
000 square feet of floor pace Two 
shopping areas will cover sixty 


acres, with parking for 5.000 cars 
Two other shopping centers are 
planned for the future, one cover 
ing 330 acres. the othe: 

John W. Galbreath and Com 
pany of Columbus has been named 
exclusive sales agents for Lincoln 
Village, with the Galbreath firm 
and the Kissel Company, also of 
Columbus, 


230 acres 


acting as consultant 


for the shopping center 








“Home Finder” machine in Town and Coun- 
try home office. Cards shown are actual size 
of listing file cards. Each card indicates basic 
information about the property. Simple to 
operate, mac hine is used by salesmen as well 
as office personnel. Cost, on a rental basis, 
is about $60 a month. 


Town and Country’s Photoguide display — photo- Perr ’ 
graphs of every listing are keyed to the listing file. ii) 3 a “3 
Prospects can narrow their choice down to specific ~ - i " zs 
listings they’re really interested in, saving time all 
around, Photographs are up to the minute because 


of extensive use of Polaroid Land cameras. 


gictae 
Qo) ems een 





. ut GREATER BOSTON 
W. John Dunnan, president of Town and Country — j 

Homes, and Arlene Francis appear before TV 

cameras on NBC's “Home” program. It was the 

first time a real estate firm had ever been repre 

sented on a national TV program. Idea originated 

with Ken Clapp, T&C ad manager. 
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HAT’S the best way to file 

listings? You want to have 
them at your fingertips. You want 
to be able to pick out the right list 
ing with a minimum of wasted 
time and effort. 

You may file your listings by 
price range. You might break it 
down further than that by indi 
cating the number of bedrooms in 
each property under its price 
range. But then where do you go? 

Town and Country Homes Inc., 
of Boston, has tackled the problem 
with a vengeance. It employs a 
machine that sorts through hun 
dreds of listings in seconds and 
comes out only with those that 
meet the prospect’s requirements. 

Price range, number of bed- 
rooms, number of baths, with or 
without basement. with or with 
out fireplace, recently built or old 

. all these requirements can be 
taken into consideration before a 
single listing is mentioned to the 
prospect. 

The angle is a machine called 
the “Home Finder.” Made by the 
Samas Division of the Underwood 
Corporation, it provides the large 
realty office with the quickest and 
most efficient means yet of find 
ing properties that meet any set 
of requirements. 

The salesman finds out what 
those requirements are from his 
prospect. He sets up the machine 
to fit these requirements. He takes 
the stack of listings and feeds 
them into the machine. The ma 
chine sorts them and comes out 
with those that fill the bill. 

No time is wasted thumbing 
through the whole stack. No time 
is lost mentioning houses that 
won't suit the prospect in the first 
place. The buyer merely says, for 
example, “The house I want has 
to be in this price range and have 
these features.” The salesman can 
take it from there. 

Once the listings have been 
sorted, the prospect is shown pic- 
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Cards + Pictures-in-a-Minute 





This Boston real estate sales organization speeds sales by using an 


electronic punch card sorter and tabulator to fit properties to buyers. 


Listings are coded to photos on huge display board for fast selection. 


tures of the properties that quali 
fy. Each listing file card is index 
ed and keyed to the “Photoguide” 
display. The prospect can then see 
what the various listings look like, 
and can be shown those that in 
terest him. 

As W. John Dunnan, president 
of Town and Country Homes. 
says: “The whole real estate busi 
ness is time. If we can save time. 
we'll get more business.” 

This is the key to the stream 
lined Town and Country opera 
tion. The company stresses the 
quickness of its service. “The av 
erage home listed exclusively with 
us is sold within ten days.” Town 
and Country tries to accept no list 
ings that can’t be moved in 60 
days 
In addition to the “Home Find 
*’ machine and the Photoguide 
index, Town and Country pushes 
TV. radio and newspaper adver 
tising to the hilt. Their “prospect 
department”’ five girls 
makes an average of more than 
1,000 calls a week, notifying pros 
pects on file of new listings 

Town and Country uses more 
than 50 Polaroid Land cameras to 
keep its Photoguide index up to 
the minute. Its salesmen can take 
a picture of a new listing and have 
that picture ready for a prospect 
or the Photoguide display in a 
matter of minutes. 

Town and Country has five 
branch offices and 55 salesmen 
The company does an annual vol 
ume of around $13-15 million. It 
uses contests and incentive plans 
to keep its salesmen hustling 
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To be top salesman demands a 
$50.000 a week volume, and over 
a year period the top salesman 
will do a volume ranging from 
$800-900,000. There are usually 
about 12 men in the $100,000-a 
month club 

Commission schedule is set up 
to be fair all around. Town and 
Country uses a sliding scale for 
incentive. 

Winners of sales contests get 
big prizes. Four couples will go to 
Bermuda this year on a first-class 
vacation. The company has given 
away cars and all sorts of other 
prizes to make the contests worth 
the effort 

Sales meetings are held regular- 
ly in the main office in Boston 
The discussion is restricted to 
business matters, especially imme 
diate problems. Ideas on how to 
handle buyers or sellers are dis 
cussed. Unusual experiences are 
related (and real estate salesmen 
always have some to tell about) 

Town and Country has sold 
1,000 existing houses during the 
past 12 months. They sell for cli 
ent-builders approximately 150 
to 200 of these sales in the past 
year. They always try to advise 
client-builders on ways to make 
their development houses more 
saleable 

A subsidiary corporation of 
Town and Country builds homes 
for sale. It erects about 80 Gun 
nison Homes a year 

In addition to these activities. 
Town and Country offers insu 
ance, real estate investment and 
rental services 


VPUDY of the cost and income figures of 62 Wash 
Osts e ington. D. C. elevator apartment buildings shows 
a startling development. Vacancies and cost of de 
ferred maintenance have gone up and almost neu 
tralized bigger revenues from higher rents possible 
with the end of rent control. 
Rent control ended July 31, 1953, in the District 
of Columbia, after being in continuous effect from 
. December, 1941. The effective period was even 
In evator longer, since rents were rolled back to January. 1941 
From time to time rent increases were allowed 
amounting in practically all cases to about 25% over 
prewar rentals. Owners, however, were unable to 
maintain their operating ratio (cost/income ratio) 
if they attempted to keep up standards of mainte 
- ‘ nance and service. 
A t t B ld The law compelled owners to do three things 
par men ul IN?s which normally take care of themselves in a free 
economy without rent control: (1) accept a certain 
rental; (2) maintain “minimum-service standards,” 
and (3) grant tenure at the option of the tenant. 
The combined effect of these conditions seriously 
affected the relations of tenant and landlord. It also 
forced drastic changes in the business of providing 
rental housing. A lease was no longer meaningful 
The tenant had little to gain from signing one, “and 
the owner could not make tenure conditional on a 
lease. 
Waiting lists, on the other hand, put an end to 
vacancies. Classified advertising costs were reduced 
By CHARLES J. BAUER, — eacoeesy to decorate VOTERS, aperrineats in 
; order to rent them. But these were minor savings as 
Executive Secretary, the squeeze of rising costs continued. In the later 
Building Owners and years of the decade many owners were driven to the 
desperate expedient of converting their apartment 
houses to hotels or office buildings in order to escape 
the dread rent ceiling. 

The result was a substantial decline in existing 
rental housing. It was offset only by new rental hous 
ing stimulated by government insurance of FHA 
loans (now alleged in some cases to have been ex 
cessive). 

None too soon, owners were relieved of rent con 
trol. The effect was to encourage them to spend more 
on maintenance in many cases necessarily de 
ferred by the throttle of rent ceilings. Some idea of 
the extent of the upsurge in repair and maintenance 
is shown by comparison of the years 1950 and 1953. 
in the Building Owners & Managers Association sur 
vey of elevator apartment buildings. Average upkeep 
outlay in 1950 for the 49 reporting buildings was 
$26.17, or 8.92% of income; in 1953 the figures rose 
to $35.12 or 10.76% of income. 

The following shows the average income per room 
and the part that went for repair and maintenance 


Managers Association of 


Metropolitan Washington 





Higher rents alone aren't the answer to im- Year Inc. Room Repair and Maintenance Op. Ratio 
1950 $293.47 $26.17 8.920% 56.69% 
proving apartment house cost and income 1951 304.40 26.55 8.72 56.10 
1952 308.32 33.54 10.88 55.94 
ratios. A survey of Washington, D.C. ele- 1955 526.5% 35.12 10.76 36.16 











vator buildings shows that the gain in rents 


resulting from end of rent control are prac- A glance at the last column reveals that there was 
little variation in the average demand made on total 

tically cancelled by increased costs and mneome by the combination of operating services and 
fixed charges. In other words, though income rose 

vacancies. This report may reveal helpful somewhat, so did outgo. The averages indicate own 
; ers were in almost the same position in 1953 as two 

facts about your operating costs. es Years before. This is not strictly true. as is shown by 
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comparison of individual operating ratios. Generally 
owners follow the rule of the thumb that they are 
doing very well if they can keep from spending more 
than half the income dollar for operating service and 
fixed charges. (The survey excludes mortgage ex- 
pense, capital outlay and depreciation. Some build- 
ings even exclude the management fee, since in the 
case of owner-operated buildings the cost of manage- 
ment is seldom shown as an operating expense. ) 

The following table shows an increasing propor 
tion of the reporting buildings with better than a 
30% operating ratio: 
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Bldgs. 
Reporting 


No. Exceed- 
ing 50% 


10 
14 
i 
13 
17 
21 


Op. 
Ratio 
56.8007 
53.51 
56.69 
56.10 
55.94 
56.16 


Poor Op. 
Ratio 


8 
8 
10 
8 
I! 


52 
61 
49 
50 
60 











A glance at the right-hand column shows that the 
number of buildings with a poor operating ratio in 
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creased little, while the middle column shows that 
those with excellent operating ratio doubled. This 
evidence that many operators did far better than 
the average operating ratio of 56.16% suggests the 
extent of the relief afforded the industry by termina 
tion of rent control. This average of 56.16% also is 
the mean, exactly half the ‘ees te having a better 
operating ratio. 

Greatest value of the survey, conducted year after 
year, is in the detailed analysis of operation made 
possible for the reporting operators. They receive a 
table showing the average-per-room cost and income 
for their building with similar data for each other 
building. Using the averages of all the buildings re 
ported as “normal,” the operator then can seein 
what items his building varies from the “norm” as 
well as from any other building with which he 
chooses to make comparison, perhaps on the basis of 
similarity of size, age or other characteristic 

An example of this detailed comparison is afforded 
by the following figures, giving just those buildings 
fully air conditioned: 

These seven buildings comprise only about 9% of 
those reported. An operator of one of them may wish 
to confine his comparison to them, giving less weight 
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Apt. Rent |Store Rent|Telephone} Other 


TOTAL Net (Crude) 





4, 703, 701 


Number of rooms reporting this . 


58, 005 
15, 664 2007 


5, 114, 687 2, 242, 267 


15, 664 


120, 866 | 94, 007 
8976 | 10, 878 15, 664 





300, 25 
296. 20 
288. 86 


Per room year 1953 operation . 
Per room year 1952 operation . 
Per room year 195] operation, . .. 


143.14 
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“Reported as Total Income is $138,048 not distributed by the respondents as a rent, telephone, or “other.” 


to the averages which include non-air-conditioned 
buildings. Similarly, 16 buildings in the survey have 
less than 50 apartments. An operator of one may 
wish to make his comparisons with these rather than 
with larger buildings which, incidentally, generally 
spend a much larger proportion of income for payroll. 

However, the averages of all reported buildings 
provide a usable yardstick for operators, builders, in 
vestors and lenders. It is worth much to know that. 
on the average, payroll comprises between 14% and 
15%, of total income, repair and maintenance about 
10%, real estate taxes about 9%, fuel 5%, and water 
9/10 of 1%. Expressed another way, payroll takes 
about $46 per room, repair and maintenance $35 per 
room, real estate taxes about $29 per room, fuel 
about $16 per room, and water less than $3 per room. 

Obviously these are rule-of-thumb figures, and 
apply only to elevator apartment buildings. Costs 
will differ in other localities, and vary with size and 
age of building. The accompanying bar chart shows 
changes in the general averages of cost and income 
for the past five years. (See preceding page 

Special note should be taken of the fact that the 
building in the survey having the poorest showing - 
actually spending 9.33% more than total income 
tends to worsen the average operating ratio for the 
other 61 buildings. This oddity resulted from spend 
ing on that building two-thirds of all income for re 
pair and maintenance, doubtless no longer deferrable 
as it had been under rent control 

Some other extremes are these: The building with 
best operating ratio (35.14%) spent only 1.5°% in 
come as payroll and 17.7% for fuel, gas and elec 
tricity. (Average for payroll was 14.18% and only 
one other building spent as much for heat and utili 
ties.) The building that spent most (28.8°%) of its 
income for payroll ranked 59th in operating ratio. 
Repair and maintenance took only 2.3% of income 
from a 1929 structure with 48.649 operating ratio. 
Two buildings spent only 5.3% of income for heat 
and utilities. Real estate taxes took only 7.2% from 
a building erected in 1939, but 12.3% of the income 
of one built in 1927 

Apartments are totally unlike office space, and the 
practice of using square feet of rentable area as the 
common denominator is not followed in developing 
apartment-cost-and-income data. Instead, the “room” 
is used, and operators speak of “income per room” 
and “cost per room.” The method of room count is 
simple: each dining room (of at least 110 square 
feet), each living room and each bedroom counts as 
one, bathrooms and closets do not count, kitchens 


and kitchens combined with dining areas count as 
one (unless kitchens are smaller than 60 square feet, 
when they count as half). Also counting as half a 
room is a dining area partitioned from kitchen and 
with outside light, a foyer or entrance hall of not 
less than 60 square feet. 

The year 1953 saw income up $18.19 per room, 
nearly 6% above 1952, although the rise in apart 
ment rent was but $4.08 per room, less than 2%. 
The largest gain was in non-rent income such as 
from coim laundries, the rise being $5.63. to $8.64 
from $3.01 in 1952. Store income also rose, by $3.99, 
a gain of 16%. The rest of the increase, $1.04, was 
telephone income. The sum of these gains does not 
equal the total, since the averages are based on about 
one-eighth of the total in the case of store income, 
about five-eighths in the case of telephone income, 
and two-thirds with “other” income. The dollar fig 
ures likewise do not equal “total income” because 
$138,048 was undistributed by operators in_ their 
survey response, but is in the total. (Table above. ) 

Krom the table below it can be seen that operating 
expenses of the 62 buildings totaled $2,872,418, or 
$183.37 per room, up $10.89 over 1952. This increase 
was principally in payroll, $46.28, up $2.24; repair 
and maintenance, $35.12, up $1.58; real estate taxes, 
$29.30, up $1.34; insurance, $4.19, up $1.20, and 
janitor and other supplies, $3.74, up $1.29. Declines 
occurred in fuel, $15.36, down $1.24 due to a milder 
heating season; gas and electric, $11.32, down 13 
cents, and “other operating expense,” $17.57, down 
$2.95. Minor changes took place in switchboard ex 
pense, refuse cost, and “other taxes and licenses:”’ 

Operators of rental housing who took part in the 
survey consider their position better than in the late 
phases of rent control. However, they have misgiv 
ings about rising vacancies and turnover. Of the 
5,299 apartments surveyed, 2,447 reported turnover 
of 522, or one in five, in 1953. The vacancy rate was 
12 per 1,000 as of March 31, 1954, reported for 
3.814 units. However, poorly located suburban de 
velopments, and those in racially-mixed neighbor 
hoods, are suffering vacancies as high as 15% and 
even 20% in extreme cases. The peculiarity is that 
such high vacancies are found in the newer FHA 
projects. These were built when preferences of ten- 
ants as to room size, transportation and se fa 
cilities could be treated lightly because of the seem 


ingly unlimited demand for rental housing. Older 


elevator apartment buildings appear in excellent po 
sition to vie with them now that a competitive condi 
tion has been restored. 


EXPENSE 





Other Tax- [Insurance] Other Op.] Total Op 
Expense | Expense 


Gas and Water Switch 
Electric board 


Janitor & Refuse Real Est 
Other Sup Taxes es, Licen. 


Payroll Repair & 


Sixty-two bldgs for Mainten 
which tndivid 
ual data given 
in other table 725,017 141,950 130, 512 550, 176 48, 203 458,931 20, 260 250, 999 

No. rooms reporting 15, 664 12, 539 11,228 _15, 664 _ 12, 890 15, 664 15, 664 14, 289 15, 64 

“Per room 1953 operation 46 28 it 32 ; 11.62 35. 12 3.74 29. 30 1.29 17.57 183.37 

Per room 1952 operation 44 04 11 45 77 11.53 33.54 2.45 27.96 1.35 . 172.48 
Per room 1951 operation 45. 37 12.92 12.85 26.55 2.26 28.64 1, 89 170.78 
Pct. total income, 1953 14 ‘ : + 10. 76 —e «hive 9.00 one 56.16 
14 29 . -- 10, 88 -- sees 9.07 we-- -- 55.94 





2, 872, 418 








Pct. total income, 1952 





















































By GEORGE F. ANDERSON 


N EN take some long chances 
| and do some pretty foolish 
things in order to avoid the ex- 
pense of consulting a lawyer. One 
of such things is the execution of 
a document that one can not tell 
if it is a deed or a will, or a some- 
thing else. 

In order to be operative as a 
will, a document must have the 
formalities required of a will, and 
it must appear that it was intend- 
ed to be a will. Courts have gone 
a long way to interpret such docu- 
ments to be wills, and to find an 
interpretation to that affect when 
the probabilities are that the 
old duffer just didn’t have intel- 
ligence enough to consult a law 
yer. 

In the case of Robinson vs. 
Brewster, 140 lil. 649, the docu- 
ment was as follows: 

“KNOW ALL MEN BY THESE 
PRESENTS, That I. Joseph Robin- 
son. for the consideration of one 
dollar. to me in hand paid, as well 
as my affection, do hereby assign 
and set over to my daughter, Eliza 
Jane Brewster, all of my property 
both personal and real, to have the 
same after my death. 

“Witness my hand and seal this 
7th day of May, 1877. 

his 
Joseph X Robinson (SEAL) 
Attest: mark 


“7. S. Post” 
“EK. McClellan” 

The court said: “The instru- 
ment in controversy is a disposi- 
tion of property to take effect after 
death. It is testamentary in char 
acter and wholly executory. The 
daughter was not to have or be 
come the owner of the estate until 
her father’s death. The vesting 
is deferred both in interest and in 
possession until the death of the 
maker. The statement to McClel 
lan, that he was making his will 
and the request to McClellan that 
he come and witness the will, 
made as such statement and re- 
quest were only a few moments 
before signing the paper so as to 
be really a part of the res gestae, 
indicate that it was Robinson’s in- 
tention to make this instrument 
his will.” 


T IS “possible” that a deed un 

des seal, duly delivered, is valid 
without being signed. 

Anson on Contracts, p. 77, says 
“A deed must be in writing or 
printed on paper or parchment. 
It is often said to be executed, or 
made conclusive as between the 
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Is a deed under seal, duly delivered, valid without being signed? 


Is the “signature” or a “seal” more effective in proving the execu- 


tion of the instrument? Why is it wise to consult your lawyer when 


making out your will? Our legal expert gives the answers. 


parties. by being ‘signed, sealed 
and delivered.’ Of these three the 
signature is a matter as to the 
necessity of which there is some 
doubt, though no one, unless am 
bitious of giving his name to a 
leading case, would omit to sign a 
deed. But that which identifies a 
party to a deed with the execution 
of it is the presence of his seal. . .” 

Patterson, the editor of Anson 
on Contracts, states in a note, pg. 
78, “The seal identified the party 
in the old days much more effec 
tively than his signature which 
was often nothing but a mark 
Hence the text correctly states that 
an instrument which is sealed but 
not signed is nevertheless good as 
a sealed instrument, and this re 
sult was actually reached in Parks 
vs. Hazlerigg, 7 Blackf. 536, 43 
Am. Dec. 106 (1843). It is per- 
haps unnecessary to point out that 
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no lawyer would accept an un 
signed instrument even though it 
bore a seal. The signature proves 
the execution of the instrument 
today much more effectively than 
the seal.” 

It may be suggested that a deed 
requires signing by the Statute of 
Frauds, but on this point Lawson 
on Contracts, pg. 102, says: “Thus 
in England it is held that a deed 
is not within the Statute of Frauds, 
because the object of the statute 
was to prevent matters of impor 
tance from resting on the frail 
testimony of memory alone.” 

Where the practice of “signing” 
a deed originated I don’t know, 
but you will observe from the 
above that it is technically un 
necessary, but as both the text and 
the note state, it would be fool 
hardy not to insist upon a deed 
being signed. 











| ANNOUNCING OUR NEW ATLAS OF 


THE PACIFIC FAR WEST 


The Nirenstein National Realty Map Company 
has just completed 3 brand new volumes of real 
estate maps covering 60 principal cities and 10 de- 
centralized shopping areas in the Far West: 
ARIZONA MONTANA WASHINGTON 
CALIFORNIA NEVADA WYOMING 
COLORADO NEW MEXICO CANADA 
IDAHO OREGON HAWAII 


* 


Aerial Views 
Real Estate Histories 


Clockings 
Photographs 


Real Estate Maps of the downtown business districts 
of all principal cities in the entire country now 
available! 


Miniature copies of all maps available upon 
request. Size ir x2 


Write today and ask to receive on three-day ap- 
proval basis copies of the maps of the cities in 
which you operate. 


NIRENSTEIN’S NATIONAL REALTY MAP CO. 
377 Dwight St. Springfield 3, Mass. 














For Quick Action 


Use the Journal 


Classified Section 








Handy Inquiry Form 


NATIONAL REAL ESTATE AND BUILDING JoURNAI 
427 Sixth Avenue S.E. 
Cedar Rapids, Iowa 


I want to know more about the items checked below 
Please see that complete information is sent to me with 
out cost or obligation 


12-1 12-2 
12-5 12-6 
Name 
Building or Firm 


Street 


American “Representative” 12-1 


New design among the medium-priced models be 
ing offered by American Houses, Inc.. New York 
prefabricator. is the “Representative.” This three 
bedroom ranch house, built with crawl space or on 
a slab foundation, contains 1027 square feet and fea 
tures a bath-and-a-half plus an attached carport with 


two enclosed storage areas. The Youngstown-equip 
ped kitchen opens to the back terrace. The master 
bedroom at the rear of the house has its own lavatory. 
Fiberglas insulation, double-hung windows with 
Dural aluminum tension screens, and hardwood 
floors are several of the popular product features. 


Something New Has Been Added 12-2 


Detailed surveys of 60 cities and 10 decentralized 
areas have been added to the 1955 edition of the real 
estate atlases published by the Nirenstein National 
Realty Map Company of Springfield, Massachusetts 





265 - ROOM MOUSE ACR 
BATHS PRIVATE DRIVE WA 


YOUR WAY | iekiiaaacoi 
TO SALES 








Know how to attract prospects? 
Show them your product. That's 
difficult in the real estate business, 
but you can do it with an eye-catch- 
ing photograph, easily-readable in- 
formation — both mounted on the 
attractive background of an Acme 
Bulletin Board. We have a variety 
of appealing styles with oak, wal- 
nut, mahogany, or aluminum frames 
in sizes from 16” x 20” to 58” x 20”. 
Write today for our illustrated 
folder. 


BULLETIN COMPANY 


37 EAST 12TH STREET, NEW YORK 3, NEW YORK 
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Included in the new work are Idaho, \lontana, 
Oregon, Washington, Wyoming, California, Colo 
rado, Nevada, Utah, Arizona, New Mexico, Hono 
lulu, Hawaii and Canada. This study of the western 
states includes more than 2000 clocked locations, 400 
photographs and approximately 200 aerial views of 
the 60 cities and 10 successful shopping districts in 
11 states. For the first time, a baby atlas small 
enough to fit in a suitcase — will be produced by this 
company. 


12-3 


Built-In Air Conditioning 


This cut-away view pictures 
a new type of built-in room air 
conditioning unit. It’s being 
manufactured exclusively for 
builders of apartment houses, 
motels and private homes by 
Tywel Corporation of Brooklyn, 
New York. The unit fits snug 
ly into the wall like a radiator, 
and measures approximately 18 
by 30 inches. Engineered for 
compactness, the Tywel unit 
eliminates the half-opened win 
dow required for the conven 
tional window type unit. Each 
unit is individually controlled. 
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For Tips On Cold Weather Concreting 
This is the time of year it pays to watch the ther 
mometer with concrete work. Information on cold 


weather concreting. including many “Do’s and 
Don'ts,” 


is available free by writing: The Master 


























































MOORLEE SILK SCREENED 
PROPERTY AND FOR SALE SIGNS 
LOOK BETTER ¢ LAST LONGER 


AND Sung Results 
Let us show you how the FINEST can be had for LESS 


A complete stock of REALTOR’S & BUILDER'S STOCK ITEMS on hand 


SOLID STEEL, ANCHORED, ANGLED, SIGN STAKES 





WRITE NO ORDER ( 


TOO SMALL 
NONE TOO 
LARGE 


FREE DESCRIPTIVE FULL COLOR 
LITERATURE AND PRICES SENT 
AT ONCE 


WIRE - PHONE 
US YOUR 
NEEDS 














MOORLEE DISPLAY 


239 NORTH ROBERTSON BiVD 


ADVERTISING 


BEVERLY HILLS, CALIF 


BKadkghaw 2-3371 
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LONG 
TERM 
LEASE 


CASH - 


FOR HOTEL PROPERTIES! 


Why not lease or sell your hotel to the 


world’s largest hotel chain operating from 


COAST TO COAST 


Our representatives will be glad to call on you 


and discuss your terms 


For satisfactory arrangements, utmost dependabil- 


ity and outstanding security — 


WRITE or CALL COLLECT, H. J. DALDIN, 

REAL ESTATE DEPARTMENT, 3500 BOOK 

TOWER BUILDING, DETROIT 26, MICHIGAN 
‘PHONE WOodward 2-5400 
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A place for everything — everything in place with 


For aes po . ”? ro ates a 
Jr. Size F i L E Sr. Size 
gc... enveropes [QC..., 


(in lots of 100) FOR REALTORS (in lots of 100) 


@ Progress of deal instantly visible 
e@ No hunting for mislaid papers 
e Nothing omitted — nothing neglected 


@ 125 check lines cover every item 
USED BY REALTORS IN 33 STATES AND CANADA” 








Special Introductory Offer 
(Initial order only) 

EITHER 

2 SIZE $2 

Postpaid Anywhere 

Satisfaction or Money 
Back Guaranteed 
on any quantity 








Prices F.O.B. Royal Oak (except special introductory offer) 
We ship Railway Express collect unless otherwise requested 









LINCOLN PRESS, 407 E. 4th St., Royal Oak, Mich. 
Ship us _—. ‘Deal Saver, Jr.’" at 9 cents each 


Ship us . “Deal Saver, Sr.’ at 10 cents each 
(Lots of 100 only please) 


Ship us 25 — —. Size at $2.00 (introductory offer) 
Send free sample of size deal saver [) 
Check for $ 


. enclosed 
Name 


Abor S$ — 
























A Statement 
of Belief 


I believe a man needs to own a piece 
of land 

A home that he can call his own, 

Not because it may be cheaper than 
rent 

Not because it may increase in value 

Not because it is a hedge against 
inflation 

But for what it will do for his spirit 


And that of his family. 


Home — your home — becomes you to the 
world 


The outward manifestation of your way of 
life 

Your symbol of achievement 

Your incentive to care-free hours 

Your anchorage for hopes and dreams 


Your bulwark for posterity. 


I believe that each new family 
That acquires a home of its own 
Adds beyond measure to its 
Security and stability 

And to that of America, 

A nation founded on the principle 


Of private ownership — the source of its 
strength. 


BY RALPH WH LEMENTS, EDITORIAL DIRECTOR 


PYRIGHT 1954, NATIONAL REAL ESTATE AND B81 


Use of the above expressly forbidden without permission of the 
publisher, You may order reproductions of “A Statement of Belief’ 
on attractive antique card stock in a size suitable for inserting in 
1 business envelope. Include it with all your sales letters, or mail 
it to your clients as a business-builder. Prices: $2.25 for 100 


250; $9.25 500; $18 1,000; $88 
$7 for 500; $10 1,000; $20 


$4.90 5,000. Imprinting 


two lines only 5,000 


Send your check or money order to National Real Estate and 





Building Journal, 427 Sixth Avenue, S. E., Cedar Rapids, Iowa 
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Builders Company, 7016 Euclid Avenue, Cleveland 
3. Ohio. Ask for Technical Bulletins 15, 22a, 23 and 
24. Also available is a placard on cold weather con 
creting — a summary of recommended job practices 
which help prevent many of the difficulties caused 
by cold weather. 


12-5 


Semico’s Model XX100 


The home being featured by Semico Incorporated. 
Seney, Michigan, is this four bedroom, 48 by 24 foot 
model with a full basement and is being sold in 
Wisconsin at approximately $12,000. A choice of 
exterior finishes include tempered Masonite panel 
ing (as shown), 18 inch red cedar shakes or siding. 
Construction features include a three foot overhang 
in the front and back with continuous screened 
ventilation throughout the length of both overhangs, 
truss construction in the roof and the use of short 
horizontal sliding windows with removable sash for 
cleaning. A few of the many interior features are 
birch paneled walls (optional) with Sheetrock prop 
erly taped as the other alternate, birch wardrobes. 
a divider cabinet and planter arrangement between 
living and dining rooms and colored plumbing fix 
tures and extra bath, if wanted. 


12-6 


= Manufactured 
by Educational 
Exhibition Com 
pany of Provi 
dence, this ‘‘In 
and Out” Register 
is something every 
real estate office 
should have. the 
manufacturers 
claim. It keeps 
track of salesmen. 
showing at a glance who is “in.” who is “out” and 
when they will return. The Board accommodates 16 
names and is 10x13 inches in size with a 
frame. Movable yellow sliders on a maroon back 
ground are used to indicate time of return 
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1953 Report 


Printed copie. of the Seventh Annual Report of 
the Housing and Home Finance Agency. covering 
the calendar year of 1953, are now available from 
the Superintendent of Documents, U. S. Govern 
ment Printing Office, Washington 25, D. C. Price 
of the 424-page publication is $1.25. The report con 
tains a chronology of significant events in housing 
including the overall housing picture in 1953. There 
are a number of explanatory charts and tables. 
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Tax Faets 


THE IMPORTANCE OF TAX 
planning and careful scrutiny of 
all business transactions taxwise 
has been repeatedly mentioned in 
this column. To again emphasize 
the importance of this procedure 
two current tax court cases have 
been chosen. One is the Arnold.F. 
Meyer v. Comm., CA-7 case and 
the other the Millinery Center 
Building Corp. v. Comm. The first 
case has been decided and closed 
The second has been appealed by 
the taxpayer. It will be interesting 
to watch the progress through the 
courts and what finally happens. 

The first example reveals that 
careful planning was used and 
good accounting records were 
available to prove, without doubt, 
the good intentions of all parties 
concerned. A brief summary of 
the facts will substantiate the writ 
er’s opinion. The taxpayer was a 
member of a professional service 
partnership. The partnership re- 
ported its income for tax purposes 
on the cash basis. For its own bene 
fit it kept its records on the accrual 
basis. Therefore, when the taxpay 
er partner sold his interest to the 
wife of one of his partners he knew 
exactly how much potential earn 
ings had accrued to his credit on 
the books. His capital account 
showed this condition as a book 
record. He also knew how much 
income had been collected for the 
current year which must be re 
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ported as earned on the cash basis. 
He paid tax on this amount for 
the current year. He reported his 
income on the cash basis for tax 
purposes. 

Therefore, when he sold his in 
terest in the partnership he used 
the credit balance of his capital ac 
count less the amount of taxable 
income for the current year. This 
amount represented his original 
capital investment plus his poten 
tial earnings when and if col 
lected. This was his partnership 
interest for purposes of selling. To 
report the sale of his partnership 
interest he merely deducted his 
original capital contribution from 
the credit balance of his capital ac 
count (after adjustment for cur 
rent reportable income) and that 
was his capital gain profits. The 
purchaser paid for the opportunity 
to collect this income for services 
rendered by the selling partner. 
This example shows the advantage 
of having accounting records dis 
close the facts. It doesn’t matter 
what use is to be made of them. 

The other case cited (Millinery 
Center Building Corporation v. 
Comm.) indicates, up to the pres 
ent date, that a fatal step may have 
been made. The taxpayer, howev 
er, has appealed the decision of the 
tax court. The progress of the case 
will be watched 

The facts are 


Taxpayer corpo 
ration leased 


land in 1924 for a 


period of 21 years with an option 
to renew for two successive 21-year 
periods. Iterected a building on the 
land at a cost of $3,000,000, At the 
end of the option the landlord had 
the privilege to take title to the 
building or ask the tenant to re 
move it. In 1945, taxpayer ex 
ercised its option for another 21 
years. The building had been fully 
depreciated during the first 21-year 
optional period. Early in 1945, or 
at the beginning of the second op 
tional period, the taxpayer corpo 
ration decided that the amount olf 
annual rental, $118,840, for the 
land was excessive and purchased 
the fee and obtained release from 
the renewed lease, paying the sum 
of $2,100,000, In filing its tax re 
turn for that year the corporation 
valued the land at $660,000, or 
its unimproved valuation, and 
charged off as a business expense 
the difference between $2,100,000 
and $660,000 or $1,440,000 as al 
located to the cost of cancellation 
of the lease 

The tax court ruled that tax 
payer corporation purchased the 
fee and did not surrender the build 
ing to the landlord; it purchased a 
capital asset, land, which is in the 
first place not depreciable. The 
lease was automatically voided 
when the lessee and the lessor be 
came one and the same persons 
Therefore, no part of the purchase 
price was allocable to the cancella 
tion of the lease. 

The taxpayer corporation, no 
doubt, thought they were buying 
up the present value of the annual 
rentals for a certain number of 
years. Financially this transaction 
may have many advantages but 
taxwise it certainly has its faults. 
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For Lease Or Sale .. . Bronx, New York 
W000 sq. ft. vacant land, part of our 
neighboring Broadway parcels now occupied 
by leading food, variety apparel iain 
stores. Bank, Post Office, Subway, Bus at 
corner 
Providential Realty & Inv. Co., Inc. 
1775 Broadway, New York City 19. 
Ci 6-0178 


Brokers Protected 











Baked Enamel on 30 Meta! 
“Write for FREE 


LANCELOT STUDIOS 


100 SEVENTH ST., PITTSBURGH 22, PA. 








1,000 BUSINESS CARDS $2.95, Raised LET- 
PERS $3.95, TWO- COLOR RAISED LETTERS 
$4.95 Post Paid in U.S.A., Commercial JOB 
PRINTING & ART WORK, SCULL’S DEPT 
F-7, 121 West 25th Avenue, Wildwood, New Jer- 


sey 


$TOP“4ct WATER 


With FORMULA No. 640 
A colorless penetrating liquid sealer for con- 
crete, brick, stucco, wood, canvas, wallboard. 
Holds out water, dirt. Use outside or inside, 
above or below grade. Sold 15 years. Get our 
prices on floor mastic, rubberized enamel, 
roof coating, floor maintenance materials 
Write for price list, samples. 
HAYNES PRODUCTS 
4007 Farnam Omahe 3, Nebr. 
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(See next page also) 





“Day-Glo” 
REAL ESTATE 


Write for Details 
; “WE SIGN THE WATION’ 


y>/ CTIVE DISPLAY ADV 








w Chicago @ I 
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(Continued from page 43) 


AAA-1 rated Jr. Dept. Store Chain will lease or oa . Pe : 
buy 75-ft. frontage and up in 90 to 100% area in ‘ whos . 
cities 12,000 to 125,000 anywhere. Brokers’ co- 


operation invited. Edw, Mitchell, 276 - 5th Ave. 
N.Y.C 











| One of the finest tributes we have seen to real estate executives 
FLORIDA BROKERAGE OFFICE appeared in a recent Sunday edition of the Memphis Commercial 

Rental and insurance department, established 7 Appeal. It was to E. O. Bailey, George W. Person and Rowlett 

ing. $25,000 cash) will handle, Gross income | Paine, Memphis Realtors whose total service in real estate adds 

$27,000 annually. Write owner, P.O. Box 6364 ( wp , . 

Murray Hill Station, Jacksonville, Florida up to 119 years. “They are the deans of Memphis real estate men 
whose combined efforts have accomplished more than any other 
living trio for their city,” says the full page article. Hats off to 

14” 20” 30 Gavex Stex: BAKED ENAMEL | such fine industry leaders. 


SIGNS 


39 ach in 45c fn, A recent survey of home buyers shows that more than 85% of 
those with single-bath houses now wish they had two or more 

Welte for Literature end Discounts baths. Another survey shows that more than 1 of the one-bath 
ENAMEL PRINTERS, Inc. home owners are planning to do something about it. They're 


Dept. A 619 £. Main St., Richmond, Va. planning installation of an extra bath or powder room. In making 
your 1955 building plans, these survey results should be helpful. 


Training FOR | What do Minneapolis-Honeywell’s Acapulco Derby winners say 


about their merchandising success? They say you may be success 
FUTURE REAL ESTATE ful by giving away cars with new homes. Or, you might charge 
Brokers, Appraisers, Managers admission to your model home then turn the receipts over 


Investigate our Home Study and Residential to a worthy cause. Perhaps you can hold a “moonlight sale,” use 
the business. Send for big FREE CATALUG | | big blaring advertisements, or ads that soothe customers into 
re eg ey, nvoroned for World | | buying. ony. there’s only one rule they agree on You've 
WEAVER SCHOOL OF REAL ESTATE got to be different. 
(Est. 1936) 
2020Grand Dept.RE Kansas City, Mo. 











Women Realtors are nothing new. In fact, probably the oldest 
known real estate deal was closed by a woman. A clay tablet from 
ancient Babylon is thought to be the oldest deed to real property 


TAX PRACTITIONERS ever found. It makes official the sale of a house and its surround 


ing garden to a Babylonian man. And (you guessed it) the sales 

SAVE TIME AND WRITING when agent was a woman. 

preparing Federal and State Income 

Tax Reports. Use “SAVER” Forms. 
Samples sent on request. 

H. AMSTER CO. 22 READE ST., N. Y.7 





As yet no clay tablets telling of women home builders have been 
found, so perhaps Mrs. Edith Friedman of Horsham, Pennsy] 
vania, is a 20th Century phenomenon. She may be the first home 
building grandma. At 48 she works about 16 hours a day plan 


ning, directing, and selling ranch homes in her 138-unit develop 
wm & A L. ® Y ment. She started in 1950 and only recently completed a $1, 


400,000 development. How does she manage her construction 
crews? Well, one- carpenter told her, “Its a good thing you're 
a woman. You ask me to do things I wouldn’t do for any man 
and I do them.” 

| Property in the same family for more than 300 years was sold 

recently in Manhattan. The land was originally purchased by 


Ss = a y¥ Peter Stuyvesant. governor of New Amsterdam, from the Dutch 


weavY 2° s “ae < ite ar re ’ ,T re le f or 
Wavy 20 OAUGA, BAKED, 16 X 20 96 10. LOTS 400 is the site of the farm where the Dutch surrendered New Amster 


dam to the British in 1664 and it became New York. The property 
GREE C was sold because of the death of the late Augustus Van Horne 
. Stuyvesant, a direct descendant of the Colonial Dutch Governor 
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West India ony see on March 12, 1650. Included in the sale 












CONSULT THESE SPECIALISTS... 


FOR REAL ESTATE FOR IDEAL 
SALES STORE LOCATIONS 









FOR LAND PLANNING 













e( LEARWATER, e NEW YORK, NY eWILMETTE, ILI 
FLORIDA Fass & Wolper, Inc @ALLENTOWN, PA @NEW ORLEANS, Mvran 8. West 
W. S. Shannor Bast 42nd St Phe Jarrett LA Ob Greenleaf Ave 
P.O. Box 1352 Main Street Proper QO) eanization Leo Fellman & Co 
Homes & Busine ties Anywhere in 842 Hamilton St 829 Union St 









Oppertunitic the USA Snecializing 
Profitable Co-Op Eastern Penn 
Plan for Broker 
PAMPA. FLA @OKLAHOMA 
eFORT LAUDER. wi CITY, OKLA 
DALE. PLA. RC Hilton, bn italia dan HF Bradburn FOR PROPERTY 
ae weimbotham " on aven bicly 
In Mabry Sherman-Hemstiees MANAGEMENT 
2882 EB. Sunrise Blyd realty oO 


BOL Broad St 



















e DENVER, COLO @ FORONTO, CAN e@ PROVIDENCE 
: oO 
Garrett-Bromfield & Barry E. Perlma RHODE ISLAND eCOLUMBUS, OHIO e@DENVER, COLO 
Co 4972-4 Eelinton Wilham P. Zinn & Garrett-Brombfield 
© tw Bld \ W W Henry Colemar ( & 
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Painted at 9:00... in 


service at noon 


with LATEX PAINTS! 














They dry to the touch within twenty minutes to an hour... 


leave no painty odor... keep room inactive a minimum of time 


No need to keep profit-making rooms out of action for very long 
with latex paints. These remarkable paints flow on smoothly and 
easily . . . leave a velvety finish that’s washable and durable 
They dry to the touch within twenty minutes to an hour and 
have absolutely no painty odor. 

They save clean-up time, too, because dripped spots can be wiped 


up with a damp cloth——equipment cleaned with ordinary tap 


‘G 4 


«AB A 


EASILY APPLIED . . . Latex paints 
flow easily from brush or roller 
to a smooth, velvety finish. No 
tedious brushing out. 


FOR MANY SURFACES .. . Latex 
paints seal excellently over 
cinder or conc rete block, dry wall 
construction and other surfaces 


st MEDIC vo.0 


MONDAY EVEWINGS-SEE YOUR PAPER FOR TIME & CHANNEL 
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water, Their quick drying time means that you can apply two 


coats on the very same day 


Leading paint manufacturers make latex paints in a wide range 
of colors and in texture and specialty paints. They will be glad 
to supply vou with further information upon request. For a list 
of their names write Dow Plastics Sales Department, PL SLOP. 
THE DOW CHEMICAL COMPANY, Midland, Michigan. 


TWO COATS IN ONE DAY. 
Latex paints dry to the touch in 
twenty minutes to an hour, can 


EASY TO CLEAN Latex paints 
are unusually cleanable, can be 
cleaned with soap and water 


be recoated the very same day. without damage to appearance 


you can depend on DOW PLASTICS 








